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DEXTER 


COLONIAL ENTRANCE HANDLE LOCK SETS. 


These Dexter entrance handles give homes 

that extra touch of beauty and distinction 
—at a price lower than any of comparable quality. Available 
with pin tumbler cylinder or economical disc tumbler cyl- 
inder. Tubular design eliminates costly mortising, saves in- 
stallation time. Three types of locking bolts available: 
Deadlocking Latch, Spring Nite Latch, and Dead Bolt, all 
with automatic bolt hold back feature. 


CAPE COD DESIGN 
No. 7600 T 
(Deadlocking Latch) 


Nai. theta aoa 


COLONIAL DESIGN 
No. 7500 T 
(Deadlocking Latch) 


Write today for complete information 
on the entire line of Dexter entrance 
handles. 





DEXTER LOCK COMPANY DEXTER 

GRAND RAPIDS * MICHIGAN MG LOCKS 
A SUBSIDIARY OF NATIONAL BRASS COMPANY 

in Conede: Dexter Lock Conede Lid., Guelph, Ontario 


In Mexico: Dexter Locks, Plete Elegante, $. A. de C. V., Monterrey, Nueve Leon 
MANUFACTURERS OF AMERICA’S ORIGINAL TUBULAR LOCKS 





ACME’S new low cost 
passageway door hardware 
designed for fast installation 


Insert only four screws to install both hangers, then 
lift door onto track. That’s all there is to it. No drill- 
ing, sawing, cutting, mortising or adjustments neces- 
sary. Cannot get out of adjustment. 


No. 54 track 


made of heavy zinc coated steel. No. 53 hangers 


UNIQUE TRACK DESIGN—PREVENTS DOORS FROM cadmium plated stee!, 

JUMPING TRACK large solid nylon wheel. 

A specially designed ridge running half the length 

of the track prevents doors from jumping track in WHY NON-ADJUSTABLE HARDWARE? 

pocket. Doors can be lifted on and off easily, before Pre-fit doors hung in precision manufactured frames 

finish stops are installed. rarely require adjustment. Acme’s No. 53 non- 
adjustable hangers with large nylon wheels are 
designed for this type of installation. Adjustments, if 
needed, can be made with shims supplied. 

HARDWARE GUARANTEED FOR THE LIFE OF THE BUILDING. 


COMPLETELY PACKAGED 

Acme frames are manufactured. 

“only by mills dealing directly with 
the factory. They come _ 

completely packaged including face 

jamb, split jamb, and hardware. 


QUICKLY ASSEMBLED 
Three parts only — easily put together 
on the job and set in rough stud wall. 


SAE SERIES 520 


Paathrndricteeneame ss  ’ (QQR FRAME 
galvanized steel track has already > ™ FOR STANDARD 4 NA 
been installed at the mill. 


For complete details ef frame write to: ee 
ACME APPLIANCE MANUFACTURING COMP. 
35 South Raymond Avenue 

California 


ms 
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HERE'S THE FAMOUS 
CLARKE THREESOME 


“= EC-8 SANDER 
Fastest cutting 
machine in the 
rental field 


P-11 
MAINTAINER 
Waxes, scrubs, 
polishes and 
steel wools 

C-5 EDGER 

Perfect for 

those hard- 

to-reach spots 

PeSeeeeeeeeeeeeeeeeeeeeeeeee 


CLARKE SANDING MACHINE CO. 
343 East Clay Avenve Muskegon, Mich. 


Please send me the complete Renta Clarke sales 
plan that will build extra rental profits for me. 
There's no obligation, of course. 


NAME 





sTORE__ 





STREET. 
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The most profitable 

sales plan in the floor 

machine rental 

field is yours FREE -— 

compliments of Renta 

Clarke. The plan 

shows you how to get 

the most profit in 

rentals and sales of 

sandpaper, sealers, 

varnishes, waxes and 

related items. 

Send the coupon for 

your plan today! 
Authorized Sales Representatives and 
Service Branches in All Principal Cities 


arke 


SANDING MACHINE COMPANY 


462 East Clay"Avenve * Muskegon, Mich. 
PIONEERS IN THE DO-IT-YOURSELF RENTAL FIELD 
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Wolverine’s Floor Machine 


Rental Department Income 


Tops $6000.00 


Grand Rapids Paint and Supply Store Cashes in 
on the Do-It-Yourself Market 


GRAND RAPIDS, MICH, — There’s 
little wonder that William B. Webster 
and William W. Atchison, co-partners 
in Wolverine Paint & Supply Co., are 
happy they bought Clarke floor sand- 
ers, edgers and polishers for rental 
use of their customers. 

“We knew 
there was a 
growing do-it- 
yourself market 
for this rental 
equipment,”’ 

Webster recalls, 

“but the interest 

our rental de- 

tobe <a: te William B. Webster 
new customers it brought into our 
store was a real surprise.” 

Equipment in the Wolverine rental 
department now includes three Clarke 
EC-8 sanders, three C-5 edgers, two 
P-11 floor maintainers, two Smoothie 
sanders and four duo sanders. 

In 1953, a total of 1,095 customers 
rented this equipment at Wolverine, 
Webster said. “And our books show 
that rental income for 1953 alone to- 
taled $2,413.50. But the best part of 
the story is the other sales resulting 
from our rental service. We totaled 
sandpaper sales of $1,943.50. In addi- 
tion, we sold these rental customers a 
total of $2,248.22 in related items such 


» 
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as varnish, filler, floor seal and other 
materials used in floor finishing.” 


Webster explained it was impossible 
to determine the value of impulse items 
purchased by rental customers when 
they visited Wolverine to pick up or 
return floor machines. “But we know 
it was considerable. After all, we need 
plenty of store traffic to build profits 
in this business. And we sure build it 
when we stress our floor machine 
rental department.” 


Dozens of new customers also ap- 
peared in the store after he advertised 
the rental department, Webster 
reported. 

Atchison’s and Webster’s experience 
is being repeated throughout the coun- 
try, hardware, paint and lumber deal- 
ers report. With a minimum of floor 
space and the sound merchandising 
program of the Clarke Sanding Ma- 
chine Company, thousands of dealers 
are learning there are vast profits to 
be made in the ever-growing do-it- 
yourself market. 

National reports show that more 
and more home-makers are doing their 
own floor-care jobs to hold expenses to 
a minimum. Ease of operation of the 
Clarke machines makes the job simple 
and fast. This do-it-yourself upsurge 
has greatly increased floor machine 
rental profits. 

1954, 
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OPEN 
LOOK 


-.. sell MALTA picture windows 


Modern home builders and buyers are de- 
manding more and more that all living 
areas possess a light and open look... . 
a look that creates an atmosphere of quiet 
spaciousness, that eliminates any sem- 
blance of a “closed-in” feeling! 


It’s easy to build that light and airy 
quality into any house . .. with MALTA 
a. Picture Window Units. Made in a wide 


Pin . . . ° 
Manufacturing Company (eee variety of sizes and combinations to fit 


ssn., and 


MALTA. OH N.WM.A., every architectural requirement, they can 
; N.A.H.B. : ‘ 
be glazed with insulated or plate glass, 
and one or both sides may be joined to 
DEALERS . . . if you want to increase MALTA double hung removable sash win- 
rom oe stock a complete line of dows —either MALT-A-MATIC or 
MALTA Wood Window Units! A demon- : 
stration MALTA window on your sales MALT-A-MASTER. For longer life, bet- 
floor — convinces customers of its ter painting base and increased water re- 
many advantages .. . easy, finger-tip alte? 
operation, full weatherstripping and pellent qualities, all MALTA frames are 


quickly removable sash. Write for name chemically treated. 
of nearest MALTA jobber. 


Supreme Quality Since 1901 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


LOWER DOWN PAYMENTS NOTED. Perhaps as a result of the pending housing bill there 
are already signs of eased financing. At Minneapolis, for example, 
veterans can buy a $8,000 house for $600 down, a $12,000 home for 


$1,200 down. Even Chicago, normally tight on financing, is changing. 
Now a $12,000 house takes but $1,800 down. 


LUMBER PRICES STILL UNCHANGED. At Pacific Northwest mills prices on Douglas fir 
began firming up last fall. There was less competition from Canadian 
mills, mild weather encouraged building. Despite expectations fir 


2x 4s have shown little change in recent weeks. At $56 to $58 per M, 
they are up but $2 since last fall, $10 under a year ago. 


PUT YOUR LOCAL NEWSPAPER TO WORK. Every newSpaper should be using the new pub- 
licity provided by the National Lumber Manufacturers Association. At 
no charge newspapers will be sent illustrated features on home projects 
made with wood. Write the NLMA, 1319 Eighteenth St., N. W., Washing- 
ton 6, D.C., for full details. 


SOMETHING NEW IN FUND RAISING. Recently the pastor of a Burwell (Neb.) church 
asked each member of his church to contribute a bag of vermiculite to 
insulate the church. Dealers took orders, wrote the donors name on the 


bag, delivered the loads. Soon everyone in town, including yard 
employees, were buying vermiculite. 


MAIL ORDER CATALOGS HIT. 


The Post Office is expected to put into effect a 17% 
increase in rates for catalogs about April 1. Mail order companies 
are planning to rely more on manual distribution. 


COST OF LIVING MAY RISE AGAIN. If the proposed revision of the Fair Labor 
Standards Act gets through Congress the cost of living will surely 
begin rising once again. Minimum wage increases are a basic part of 


the program (75¢ to $1.25) is to be proposed. It could lead to a 
general round of wage increases. 


PLASTICS GROWING IN THE HOME. The recent plastics convention at Chicago pointed 
up the use of plastics in home building. Light, strong, translucent 
panels were applauded and public acceptance was said to be growing. 
Another attractive item was a plastic laminate produced with a new 
technique of moulding a work surface, backsplash and lip from a single 


sheet. Resilient vinyl plastic floor tile was another stand out item 
at the show. 


UNDERSTANDING THE DO-IT-YOURSELF MARKET. After recent trips through both the 
U.S. and Canada our editors are convinced that glib generalities are 
the rule today when handyman business is discussed. At recent con- 
ventions speakers have glamourized the potential market but failed to 
tell dealers that success with do-it-yourself requires both imagina- 
tion and hard work. 


(continued on page 9) 
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DOUBLE YOUR/9)SCORE IN '54 


ith this RUSSWIN “All-Star’’ Combination 


The ““STILEMANOR” } The “HOMEGARD” 


With these outstanding lock lines*, you can cover every little effort. Besid2s uniform quality and finish, the 
requirement in your community. Both lines offer extra “All-Star” Line has a simplified numbering system, “‘tell- 
features... easy to show and easy to sell. They will meet all” labeling, distinctive packaging, unique display 
the exacting specifications of custom-home builders... mounts and is backed by powerful magazine advertising. 
or the closely-figured budget of economy home builders. Ask your distributor aboui the extra profit possibilities 
In either case, you can count on satisfied customers. of the “All-Star” Line. For descriptive literature write to 

What's more, by leading off with either lock line, the Russell & Erwin Division, The American Hardware 
sale of other “All-Star” products usually follows with Corporation, New Britain, Conn. 





*Patents applied for 
® * * © BOR EVERY TYPE AND SIZE OF HOME’ ***** * 


Handle Sets Night Latches 


Architects’ cposiaatiane plus popular A wide assortment of Miccollencovs 
demand reflect an eperenamen a — opey to- Shelf Hardware 

the authentic design and quality operate night latches i i 
craftsmanship of Russwin Handle Sets. and locks are available. fone ee 
Available in cast brass or bronze; a Russwin bell bearing hinges, house numbers, 
variety of finishes. Matching pieces in tumbler cylinders letter box plates case- 
include knocker, push button, interior eatured. Priced to meet ment Serdaave ‘ 

knob and handle sets. all pocketbooks. : 


Screen-storm 
Pressure-Cast Aluminum Doorware 


, Trim Hardware 
Rust-proof . . . smooth fin- 
ete light weight. . 
low cost. Seven popular Precision-built products. Pousten. priced 


items. Two finishes. air-controlled screen » + « easy to 


install . . . mode of wrought tubing with 
wooughe brackets, adjustable tongien. Unyid 
type surface door closer. . . a real feature f 
Q=—{— ne homes. Easy - - operating, long - ~weanine 


screen door catches, mortise and rim type. 


(To obtain more data on advertised products see page 88) February 22, 1954, AMERICAN LUMBERMAN & 


ae, 





January Building 3% Above Last Year 


Spending for new construction 
in January provided an even 
sturdier prop under the economy 
than a year earlier. 

The dollar value of new con- 
struction put in place during Jan- 
uary amounted to a little over $2.4 
billion. Although this was 9% 
lower than in December, mostly 
because weather condition which 
curtailed outdoor work, the Janu- 
ary total was 3% above the like 
1953 month. 

Building activity was at “near 
record levels” in January after 
allowance for seasonal factors, ac- 
cording to the Commerce and La- 
bor departments. 


Private outlays for new build- 
ings totaled $1.7 billion—down 
10% from December but a sizeable 
5% above January, 1953. 


Public spending by Federal, 
state and local governments for 
new construction dropped from 
December and year-earlier levels. 
The public total was $712 million 
—a decline of 5% from December 
and 3% under the first month of 
last year. 


New Construction Activity 
(Millions of Dollars) 


Jan., Dee., Jan., 
Type 1954 1953 1953 


.+eeee. 2,426 2,661 2,861 
Private, total . "1 mm * 1,908 1,627 
Residential (excl. farm)... ‘ 952 816 
New dwelling units ; 850 
Additions, alterations .. 78 
Non-housekeeping ........ 23 24 
Non-residential ‘ 505 
Industrial ... , 176 
Warehouses, office .... 79 
Stores 
Other non-residential 
Religious . ; 
Educational 
Hospital, institutional 
Recreational 
Miscellaneous 
Farm construction . 
Public utility 
Railroad ; 
Other public utility 
All other private 
Public, total 
Residential 
Non-residentia! building 
Industrial 
Educational 
Hospital institutional 
Other non-residential bldg. 
Military and naval 
Highway .. ‘ 
Sewer and water 
Publie service . 
Conservation , 
All other public. 


Business Slack 
Not Serious—Humphrey 


Secretary of the Treasury 
George M. Humphrey said this 
week that business activity is go- 
ing through a “rolling adjust- 
ment” that will not become “over 
disturbing unless it hits a num- 
ber of industries simultaneously. 

His observations were made be- 
fore the Congressional Joint Eco- 
nomic Committee at Washington, 
D. C., and followed expressions of 
confidence as to the outlook. He 
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said that the recent downward 
movement in business activity it 
was not very disturbing because 
it was a “rolling adjustment.” 


Recession Not Widespread 


Whether the word “recession” or 
the words “rolling adjustment” 
are used, the cabinet officer said, 
there certainly is not a recession 
in every line of business. 


If the business adjustments con- 
tinue te occur in one industry at a 
time, the situation will not be very 
disturbing. But if adjustments 
take place simultaneously “across 
the board,” then it “becomes more 
disturbing,” he said. 


“Which way it will go I do not 
know, and I’m sure nobody else 
does,” Mr. Humphrey said. 


Congress Gets Bills 
On Direct VA Loans 


Included in the first flurry of 
new bills dumped on the desk of 
the enrolling clerks in the new 
Congress were several to extend 
VA’s direct lending program. One, 
by Edith Nourse Rogers (R., 
Mass.), who heads the House vet- 
erans affairs committee, would 
continue the program until Dec. 
31 at the present rate of $100 mil- 
lion a year. 


Producers Council 
Plans Caravan 


Elliott C. “Jack” Spratt, Pro- 
ducers’ Council president, has an- 
nounced the signing of a contract 
with a Pittsburgh firm for the de- 
sign and construction of a $100,- 
000 traveling caravan of building 
products exhibits. 

The caravan, a new concept in 
building materials exhibiting, will 
begin a nation-wide tour with 
stops scheduled in 33 cities. The 
first showing will be in Pittsburgh 
on March 2. 

Spratt said that the Producers’ 
Council of Washington, D. C., a 
national organization of building 
materials and equipment manu- 
facturers, will sponsor the cara- 
can in co-operation with each of 
its member-chapters in the cities 
scheduled for the tour. 

The beginning tour which will 
last from March 1 to June 1 will 
include the following cities: Pitts- 
burgh, Baltimore, Philadelphia, 
Boston, Buffalo, Cleveland, De- 
troit, Chicago, Milwaukee, Minne- 
apolis, Seattle, Portland, Ore., San 
Francisco, Los Angeles, Denver, 
Kansas City, St. Louis, Indianapo- 
lis, and Columbus. 

A fall tour which begins on 
September 1 and concludes on No- 





Home Building 

















OVER A MILLION new homes were 
started in 1953. The 1,102,400 dwelling units 
begun compared with 1,127,000 in 1952 and 
1,091,300 in 1951. it was the fifth consecutive 
year housing starts exceeded the million 
mark. 





vember 1 will visit Cincinnati, 
Louisville, Memphis, Dalls, San 
Antonio, Houston, New Orleans, 
Birmingham, Atlanta, Miami, 
Jacksonville, Charlotte, Washing- 
ton, and New York City. 


Do-It-Yourself Show 
For Cleveland in Fall 


The Cleveland Press, has an- 
nounced that they will sponsor a 
Do-It-Yourself show in the Cleve- 
land Public Auditorium October 
9-17. Proceeds will go to the Help- 
ing Hand, Christmas charity of the 
newspaper. 

The shew, to be known as the 
“Home Makers and Hobby Show,” 
will emphasize the do-it-yourself 
theme and also will provide space 
for hobbies such as photography, 
model airplanes, etc. Brochures, 
showing exhibit areas and con- 
taining all details are now avail- 
able by writing to the Home Mak- 
ers & Hobby Show, c/o Cleveland 
Public Auditorium, Cleveland 14. 


FNMA Raises Price on 
VA, FHA Mortgages 


The Federal National Mortgage 
Association announced it has 
raised its sales price on certain 
Veterans Administration and Fed- 
eral Heusing Administration 
mortgages. 

F.N.M.A. will now sell 4% Vet- 
erans Administration-guaranteed 
mortgages at 98 cents on the dollar 
instead of 96 cents. Federal Hous- 
ing Administration-insured 44,% 
mortgages will be sold at 99%, 


cents on the dollar, compared with 
9734 cents previously. 
(continued on page 12) 
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Producers Pushing 
in Big National 


Smart Dealers Will 
Tie-In— Other Screen News 


During the next nine months home- 
owners of America will learn a lot about 
the advantages of aluminum insect wire 
screening. The Aluminum Company of 
America is stimulating sales of alumi- 
num screening in one of the biggest con- 
sumer promotions ever undertaken for 
such a product. At the same time, Rey- 
nold’s Aluminum is using network tele- 
vision and other media with a ‘“Do-It- 
Yourself”’ theme to promote the use of 
aluminum screening. Alert dealers will 
take advantage of these tremendous 
consumer campaigns by stocking Durall 
Aluminum Tension Screens and AL- 
DURA Insect Wire Screening. The 
highly superior wire produced by both 
these big manufacturers is used in 
DURALLS and ALDURA and more 
and more customers will be pre-sold on 
aluminum screening, which makes them 
better-than-ever prospects for DURALL 
and ALDURA. Repetition of the sales 
points in this big consumer campaign 
will help to sell these fine New York 
Wire Cloth Company Products. 

Home Craftsman Notes: Reynolds 
Do-It-Yourself Aluminum now opens 
up exciting new fields for the home 
craftsman. Here’s an ever-increasing 
“extra” for alert dealers. Be sure you 
have the manufacturers’ materials for 
home projects for the man who likes to 
do it himself. You can cash in by sup- 
plying him the work materials he needs! 





DO’S and DONT’S 
On Metal Screens 


Due to the incompatibility of aluminum 
and bronze, the following list of DO’S and 
DONT’S should be strictly observed: 


DO. . . Use copper tacks with bronze 
screening. 


. Use aluminum or steel tacks 
with aluminum screening. 


Install bronze screening in 
NEW YORK WIRE CLOTH Jamun per ig ae 
COMPANY 


versa. 
63 Pork Street, New Canaan, Conn. 


. Install aluminum screening 
in frames which previously 
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Aluminum Screening 
Consumer Program 


contained bronze screening 
without careful cleaning. 


Use copper tacks to fasten 
aluminum screening and 
vice versa, 


One thing about good merchandising 
tips—they never get stale. Any time of 
the year is the time to pass them along, 
and here are a few any dealer will find 
useful: 


1. SELL MORE TACKS— it’s the 
most natural tie-in sale with screens. 
Nearly every customer needs them 
for installation. But remember, sell 
only copper tacks for fastening 
bronze screening in wooden frames. 
If the screening is aluminum sell al- 
uminum, galvanized steel, stainless- 
steel, blued steel or common bright 
steel tacks in that order of preference. 


SELL MORE CHISELS— keep 
batch of wooden screens showing 
various types of joints near screening. 
Leave unglued so your customers 
can putter. Helps move chisels, dove- 
tail, hack and other saws. 


IMPORTANT 


Meshes coarser than 18 x 14 do not 
conform with the U. S. Department of 
Commerce standard number 138-49 
covering insect wire screening. It has 
been proven by laboratory tests that 
coarser meshes do not keep out disease 
carrying insects. Beware of substitutes. 
Insist on 18 x 14 mesh screening when 
purchasing insect screening, window 
screens and doors. All OPAL Galvan- 
ized, ALDURA Aluminum and LIB- 
ERTY Bronze has a finish coat as re- 
quired by commercial standards. Look 
for the commercial standard label or tag 
on your screen and screening. You can 
be sure with New York Wire Cloth 
Company’s products. 

Reminder: Ask for the latest catalog of 
plans and projects on Reynolds Do-It- 
Yourself Aluminum. You'll be particu- 
larly interested in Series [Number 11, 
“How To Make Reynolds DO IT 
YOURSELF Aluminum Window 
Screen and Plastic Storm Windows. 
Your handy-man-customers will be in- 
terested, too. Good chance here for 
some extra sales of screening, plastic, 
nails, tacks, etc. 
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NEW YORK WIRE CLOT 
COMPANY 


63 Park Street, New Canaan, Conn. 
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Officials said the boost in the 
sales price reflects “improvement” 
in the mortgage market and “firm- 
ing up” in Government bond 
prices. 


“With more and more invest- 
ment funds coming available we 
feel we can charge a higher price 
for our mortgagesa—which will 
mean 4 lower yield to the buyer— 
and still sell them,” said one 
F.N.M.A. official. 


Fannie Mae is supposed to pro- 
vide a “secondary market” for 
home mortgages. Original lenders 
such as banks and insurance com- 
panies can sell their mortgages to 
Fannie Mae. The funds they de- 
rive on these sales enable the 
original lenders to make more 
home loans. This is supposed to 
eliminate slowing down of home 
building for lack of mortgage fi- 
nancing. 


Dun & Bradstreet 
Offers Profit Studies 


Dun & Bradstreet has just com- 
pleted mailing out a series of 
three studies to building material 
retailers, wholesalers and build- 
ers throughout the country. The 
studies are entitled “How to In- 
crease Profits for Retailers of 
Building Materials,” “How Does 
Your Business Compare With 
Others In Your Line?” and “Why 
Did 1,028 Construction Companies 
Fail In 1953?” Copies may be ob- 
tained by writing to Dun & Brad- 
street, Inc., 99 Church Street, New 
York, New York. 


The study on increasing build- 
ing retailers’ profits estimates the 

rofit gains that can be expected 

y increasing sales volume 
through more productive use of 
present sales and office staffs and 
plant facilities. According to Dun 
& Bradstreet, if a lumber and 
building material retailer with 
1952 net sales of $500,000 was able 
to increase his volume to $600,000, 
he could expect operating profits 
to go up by 86%. 

These estimates of increased 
profit through increased volume 
are based on general trade surveys 
rather than actual figures of any 
individual business. They do not 
apply to building material retail- 
ers already selling to full capacity. 

“How Does Your Business Com- 
pare with others in your line?” 
gives operating characteristics for 
12 different lines of building ma- 
terial wholesaiers in the form of 
14 important ratios. For instance, 
the median ratio of current assets 
to current debt among hardware 
wholesalers is 3.35 to 1, while 
among wholesalers of electrical 
parts and supplies it is 2.50 to 1. 
The median ratio of net profits to 
net sales is 1.21% among lumber 
and building materia! wholesalers, 
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and 4.95% among manufacturers 
of bolts, screws, nuts and nails. 
Among the other ratios covered 
are net sales to inventory, current 
debt to inventory, and the average 
collection period in days. 

The Dun & Bradstreet study of 
1953 construction failures states 
that 89.9% of these failures can 
be traced directly to lack of expe- 
rience or lack of aptitude for run- 
ning a business. Specific frequent 
causes for failures in the building 
trades include the lack of mana- 
gerial experience and the inability 
to estimate jobs correctly. 


Rents Climb Only 3% 
Since End of Controls 


Last summer, when Federal 
rent control was finally ended for 
all but military and AEC areas, 
labor spokesmen darkly warned of 
stiff increases before the first 
snow fell. By last month, it was 
time for the avalanche of rent 
boosts to begin if it ever was go- 
ing to. 

The fact that there had been no 
yelps of anguish from tenants in- 
dicated that no such thing had 
happened. Last month, the Bureau 
of Labor Statistics backed up that 
view with figures. It reported that 
rent increases have been barely 
noticeable since the death of con- 
trols. By the end of November, 
hikes across the country averaged 
8% over the July level. However, 
BLS noted that the rents were still 
climbing. 

With rent increases so unim- 
pressive, there was scant likeli- 
hood that labor groups would even 
attempt to get controls restored. 
They would be laughed out of Con- 
gressional hearing rooms if they 
tried. 


More Metal Users 
Turning to Plastics 


Competition of reinforced pias- 
tics with steel, aluminum and 
other lightweight metals promises 
to become more active than ever 
this year as costs become an in- 
creasingly important factor in 
manufacturing industries. New 
resins, which maintain their me- 
chanical strength under varying 
conditions of stress mean new ap- 
plications in hundreds of products 
formerly produced only of metal. 

Many of these applications were 
forecast by exhibits and in pape:.'s 
read to the ninth annual technical 
conference at Chicago of the 
molded plastics division of the So- 
ciety of the Plastics Industry, 
this month. 


Commercial Output Near 
Chemical tanks and trucks, now 
being produced on a pilot basis by 
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several molders, probably will be 
in production on a competitive 
basis during 1954. In the materials 
handling field, producers find that 
their market for tote boxes, trays, 
buckets and chemical containers 
is growing rapidly. 

Increasing use of fiberglas rein- 
forced plastics, heretofore pretty 
largely confined to sports car bod- 
ies on both production and custom 
models, is predicted by Owens- 
Corning Fiberglas Corp. 

Some of the newer uses of this 
type of reinforced plastic which 
the company will promote actively 
during 1954 are applications to 
farm equipment; industrial com- 
mercial and residential building; 
home appliances, pipe, luggage, 
boats and electrical equipment. 


Are U. S. Props Vital 
For a Million Homes? 


Has the gap in housing statis- 
tics misrepresented the housing 
economy of the nation to a point 
that Federal housing policies are 
out of touch with the real situa- 
tion? 

Economic analyst Charles B. 
Reeder of the Armstrong Cork Co. 
raised that question last month in 
a talk to the American Marketing 
Assn. in Washington. The census 
of housing shows a net gain of 8.6 
million housing units from ’40 to 
50. BLS reports of starts account 
for only 5.7 million of them. Hence, 
concluded Reeder, there may have 
been three million units provided 
by conversion. 

The three million conversions, 
said Reeder, “suggest that the 
house supply can be adjusted to 
changes in demand much more 
quickly than is generally believed. 
They further suggest that a drop 
in starts to a level of 700,000—so 
widely forecast on the basis of a 
shrinking market—may not be in- 
evitable in years just ahead. Much 
of the expected reductions in the 
housing demand may well be re- 
flected in a drop in the rate of 
conversions; and should this be 
the case, credit and other policies 
designed to support an annual 
level of new homebuilding around 
one million units might be en- 
tirely unnecessary.” 


Huge New Press 
"Makes" Wood Panels 


A unique, new press, developed 
by Bartrev Limited of England, 
converts wood shavings, scrap and 
other forms of cellulose into all- 
wood panels on a continuous basis. 
According to the manufacturer, a 
team of almost 200 engineers, 
physicists and chemists spent over 
14 years developing the press 
which is said to turn out panels 


(continued on page 16) 
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Now FLOORING becomes a profitable Self-Seller! 
EVERYTHING IS PROVIDED-— 


® Easel for selection of ViNYi'TiLe 
colors 


* Handy Self-installation Kits—every 
tool that is needed! 


oe Complete “How-To-Install” Instruc- 
tions—including floor-planning 
graph! 


* Adhesives in handy cans (tools and 
adhesives can be used for both 
vinyl and rubber flooring!) 


c4 Literature and Merchandise Aids 


* Convenient, Packaged Flooring! 


GOODYEAR ANNOUNCES 


NEW COMPLETE PROGRAM 


FOR DO-IT-YOURSELF TRADE! 


+. VinyL‘TILE AND Rotts for Over-THE-CoUNTER SALES—one of the 
most favored and best-known materials for floors, walls and counter tops— 
is now available in a packaged plan for the building materials retailer! 


In a minimum of space, Goodyear provides an eye-catching display —everything 


needed by the contractor, remodeler or home owner to install Goodyear 
VinyL-TILe. 


GOOD YEAR Viv Tile 


FLOORS, WALLS, COUNTER TOPS —IN TILES AND 45*WIDE ROLLS 





WRITE FOR COMPLETE DETAILS GOODYEAR, FLOORING, Dept. N-8322, Akron 16, Ohio 


Please send me catalog S-8315 and full information on the 
Goodyear Flooring “Ont-Counter, Seir-Seitino” Pian: 


Address City & State..... 


We think you'll like “THE GREATEST STORY EVER TOLD” — every Sunday ~ ABC Rodio Network—THE GOODYEAR TELEVISION PLAYHOUSE—every other Sundoy—NBC TV Network 
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PITTSBURGH 


PAINTS « GLASS «© CHEMICALS ¢ BRUSHES 
Pst bee ak GC H PLATS i a ae 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Introduces 
Consational Wall Paint 


Here’s Another Wonderful Product of 
Pittsburgh's Progressive Paint Research 


* Poa sr 98 remarkable new WALLHIDE PBX Flat Wall Paint 
makes full use of the latest discoveries and developments in 
alkyd-type resins. With this new product of Pittsburgh research 
you have a of outstanding characteristics in performance 
a service for interior wall painting. 











New alkyd-type WALLHIDE acts as its own primer and covers 
pte sulb painted surfaces tho ly with one coat. Its re-flow 
characteristics give it excellent un Ber of appearance—with 
no laps or b marks. It has no objectionable odor and dries 
within a few hours to a beautiful flat sheen that has excellent mar 
resistance. This new WALLHIDE can be washed and scrubbed 
repeatedly without showing shine or streaks. 

@ This new line includes all the popular colors of the famous 
PSX line as well as a series of new pastels so desirable for 
modern home decoration. 


@ The puiia hee Senn qnnosed 0 Tee socies See bees 
and alkyd formulations. Both are highly popular. Pittsburgh pro- 
Moe tte sg Me -quality products of each type. If you are 
interested in han pik a line that offers you an unusual oppor- 
tunity to tap both of markets, send the coupon below. 


@ Available with this newW ALLHIDE 


Builder. When 
WALLHIDE PBX Flat SHEEN BUILDER PBX i pin i Sheen Builder 














632 Fort Duquesne Bivd., Pittsburgh 2 , Pa. 


lam interested in the possibility of handling your line of new Alkyd-type WALLHIDE PBX Flat 
Wall Paint. Will you please furnish me with additional information and color card. 


Se 
PLASTICS @ FIBER GLASS Address 


COMPAN Y 
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for three to nine cents a square 
foot at mill level. 

Several of the 200-ton, 131-foot 
presses are now under construc- 
tion for sale in the United States 
and Canada (price: $615,000 at the 
company’s plant in England). 

The Bartrev Press uses nor- 
mally wasted wood materials, con- 
verting them into a continuous 
four-foot wide panel at speeds up 
to 30 feet per minute. In opera- 
tion, wood scraps are reduced to 
uniform fragments, and combined 
with small quantities—four to 
eight per cent—of inexpensive 
resin. The treated material is then 
carried through a radio frequency 
unit for pre-heating. 

Later, the wood particles enter 
the heated pressure zone of the 
press, where the resin is set and 
the actual formation of the board 
takes place. An opposing upper 
steel band meets the carpet of 
wood particles, and pressure ex- 
erted by six hydraulic units grad- 
ually eliminates warp-producing 
air pockets. Finished board is then 
delivered to be trimmed and cut 
into desired lengths by a travel- 
ling cut-off saw. Panel thicknesses 
range from 3/16 to 3/4 inch. 


Hot Competition Brings 
Dubious Sales Methods 


Fiercer competition is fueling 
an upswing in shady selling tac- 
tics. 

This trend is uncovered in a re- 
cent Wall Street Journal check 
with Better Business Bureaus in 
16 cities. “We’re swamped with 
complaints of misleading ads and 
high-pressure sales techniques,” 
reports the Detroit Better Business 
Bureau, which notes that con- 
sumer gripes began to rise in the 
latter part of last year. 

“We've been going like crazy to 
keep up with the inquiries and 
complaints,” says a spokesman for 
the San Francisco B.B.B. Its com- 
plaints in January totaled 1,038 
compared with 906 in December. 

Better Business Bureau direc- 
tors in Ohio report consumer com- 
plaints are up 15% from a year 
ago in Cleveland, 10% in Akron, 
6% in Columbus and are about the 
same as a year ago in Cincinnati. 
The Association of Better Busi- 
ness Bureaus, which compiles fig- 
ures from 98 B.B.B.’s in the U. 8. 
and Canada, estimates shoppers’ 
compiaints will jump 25% this 
year to about half a million 

Better Business Bureaus in a 
few cities are exceptions, report- 
ing no change in the number of 
consumer complaints —those in 
Boston, Los Angeles and St. Louis, 
for example. And in Philadelphia, 
B.B.B. manager Verner Gaggin of- 
fers a meery that increased com- 
petition might even aid in stamp- 
ing out unethical operators. 
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Spurred by competition, honest 
businessmen—who make up the 
vast majority, of course — may 
launch campaigns against the 
fringe who use deceptive selling 
tactics, he says. 

He notes that Weatherguard 
Corp. has been running big ads in 
Philadelphia papers saying: “We 
take this means of attempting to 
correct the advertising abuses 
featuring ‘come-on’ price deals 
and other misrepresentations of 
recent local storm window adver- 
tising.” Weatherguard offers a 
free booklet on “How to Buy 
Storm Windows” which, it claims, 
will protect customers against get- 
ting hooked. 

But the relatively optimistic Mr. 
Gaggin is decidedly in the minor- 
ity. Most Better Business Bureau 
folk expect keener competition to 
keep boosting the number of com- 
plaints they get of unethical 
methods. 


Ask Open Season 
on California Bears 


California lumbermen, led by 
Waldron Hyatt, resident manager 
at Eureka for the Hammond Lum- 
ber Company, are seeking help 
from the state’s Legislature 
against bears which are rapidly 
ae much valuable timber 
and. 


They succeeded, Jan. 12, in ob- 
taining a hearing at Eureka before 
a State Assembly Interim Commit- 
tee at which Hyatt declared “a 
minimum of 400 million feet of 
timber will be destroyed during 
the next 40 years unless the legis- 
lature enacts proper control meas- 
ures.” 


Bears in Humboldt County now 
have that label and in that county 
it is legal to kill bears the year- 
around, with bow and arrow or 
with rifles, and with no bag limit. 





U. S. Plywood’s Do-It-Yourself Program 


At branch offices throughout the 
country this month the United 
States Plywood Corporation was 
detailing for dealers one of the 
most extensive educational and 
merchandising program yet aimed 
at the booming do-it-yourself mar- 
ket. 

S. W. Antoville, president of 
U. S. Plywood, announced that his 
company is allocating a substan- 
tial portion of their $1,500,000 ad- 
vertising budget to the campaign. 

U. 8. Plywood salesmen, operat- 
ing from 60 branches, will carry 
the “do-it-yourself” message to the 
nation’s 380,000 lumber dealers. 
The dealers, in turn, have been 
urged to use every possible medi- 
um to educate local consumers to 
the advantages of plywood for 
home rotap ng ag 

Opening gun in U. S. Plywood’s 
program will be a _ four-color 
double-page ad in Life Magazine’s 
March 1 issue, proclaiming “If you 
can drive a nail (or even if you 
can’t) start this week to have wood 
panelling . . . like this.” 

Dealers will be supplied with a 
wide variety of supporting mate- 
rial for the Life Magazine adver- 
tisement which will launch the 
campaign. On a shared-cost basis, 
they are receiving newspaper ad 
mats and scripts for radio and TV 
spot commercials, in addition to 
literature and display materials. 


New Film Offered 


A sound and color movie dram- 
atizing do-it-yourself home im- 
provement has just been “put in 
the can” for U. S. Plywood. En- 
titled “Seeing is Believing”, the 


film looks into some of the most 
colorful ages in history to show 
the tremendous effort and expense 
formerly required for home “mod- 
ernizing”. Then it moves into the 
present to show what an ordinary 
man—or woman—of the house can 
do to panel walls, replace sagging 
doors, construct built-ins and even 
remodel a neglected attic for addi- 
tional living space. The public will 
be given the opportunity to view 
this film by dealers who wish to 
sponsor its showing to local civic 
organizations. 


Permanent Market 


U. S. Plywood’s new program 
was developed according to com- 
pany president S. W. Antoville be- 
cause “we are convinced that do- 
it-yourself has attained a perma- 
nent position in the American so- 
cial and economic life. Further- 
more, we believe that private en- 
terprise has an opportunity to 
develop substantial new business 
by aggressive merchandising and 
promotion of products for this 
great and growing market.” 

From a study of men and women 
who had purchased plywood, U. 8. 
Plywood learned that 42% had in- 
stalled the plywood themselves. Of 


’this number 68% lived in homes 


valued at or under $20,000. Of this 
do-it-yourself group 71% are de- 
scribed as “blue collar” workers 
and 36% as “white collar” work- 
ers. Only 8% found the work more 
difficult than they thought it 
would be and 42% found it easier. 
A total of 95% expressed them- 
selves as being happy with the re- 
sults achieved. 
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ARCH-HOR Flush doors 


Hasko Arch-Kor Doors have trouble-free quality 
built-in . . . a result of Haskelite’s uniformity 

of construction, uniformity of materials, and 
uniformity of production methods. This arched 

rib gives maximum panel support which eliminates 
buckling, gives the door greater dimensional 

stability and resistance to warping. 

The Arch-Kor Door is another instance of 

how Haskelite, through engineering leadership and 
constant attention to quality construction and control, 
helps you overcome your sales or installation 
problems . . . cuts down on profit wasting 
customer kick-backs. 


Write for detailed catalog 
information today! 


ascent manuractunne cove. 


Grand Rapids, Michigan 
Mobile, Alabama 
Marquette, Michigan 
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Report from 


Washington, February 20 


Construction this year is off to a 
firm start; much firmer than ex- 
perts predicted, back in the latter 
part of 1953. 

A good many contractors and 
architects are saying that ’54 may 
even pass last year’s dollar vol- 
ume of work put in place. This, of 
course, would cover the whole con- 
struction field; highways, utili- 
ties, hospitals, schools, commer- 
cial and industrial buildings and 
the like. 

The figure for last year, which 
was a record, reached $34,800,- 
000,000. Along in November the 
Federal estimates for this year 
were set at $34,000,000,000, even; 
but now the downtown economists 
are inclined to restore the odd 
change to their guesses; with may- 
be a few extra millions just to 
make it exciting. 

Still pretty early to set firm esti- 
mates in regard to the number of 
residence units and other light- 
construction starts for 54. But the 
stories coming in would indicate 
that a good many builders expect 
the volume to stay right up there. 
They’re not all sure, as yet; espe- 
cially those who operate in places 
where winter weather is still act- 
ing tough. But signs indicate that 
we may be set for another million- 
plus housing year. 


Hot Competition 


It should be added that not 
many builders think they’ll get 
carried to the construction skies 
on flowery beds of ease. In fact 
they look for competition to be as 
hot as a two-dollar pistol. For 
quite a while your builder and 
your building material dealer have 
been getting out the high-octane 
selling methods, fixing them up 
and adding new gadgets. Just in 
case. 

One reason for the competitive 
stuff, so this page is told, is the 
extraordinary number of new con- 
tractors and builders; especially 
in larger places. It doesn’t follow 
that these new builders are now 
in the trade of house joinery. Some 
are; but a lot of them got their 
training with established con- 
tracting firms and then left to 
start businesses of their own. 
These latter men are pretty expert 
in putting houses together but 
may not be so good in the manage- 
ment and financing of their new 
companies. 

These are not the only reasons 
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for the competitive temperatures ; 
although in certain cities they 
bulk pretty large. In a lot of areas 
enough houses have been built to 
damp down at least part of the 
earlier passion of the customers to 
get places to live in, right now; by 
gosh! 

Another way of saying that the 
buyer’s market has been emerg- 
ing, here and there. But if cus- 
tomers begin looking askance at 
dealers and builders instead of 
staring appealingly up to heaven, 
and if there are enough new build- 
ers crowding around so that they 
get their hands inadvertently into 
each other’s pockets, this doesn’t 
mean there are no markets for new 
houses. 

There ARE markets, based upon 
real needs. Hence the high-figure 
guesses about housing starts; also 
the concern in the industry about 
more efficient selling and manage- 
ment methods. 


industry Aids 


This should be a good place to 
mention a couple of industry aids, 
published by the Housing and 
Home Builder.” Financing is the 
place where dealers and builders 
are likely to have some of the 
shine taken off their business. 

Since we’re now in a cost-cut- 
ting economy, and since this is the 
year, according to one noted busi- 
ness man, “that’s going to sepa- 
rate the men from the boys,” the 
HHFA’s booklet clearly has come 
out at the right time. 

It’s a clearly written guide that 
covers the entire construction fi- 
nancing waterfront; and it carries 
an impressive list of well-known 
specialists in housing finance. 
These men have gone over and 
checked the manuscript and have 
put their extensive practical 
knowledge at the service of the 
authors. 

Two special factors: First, it’s 
based firmly upon principles of fi- 
nancing that are pretty sure to 
prevail for years to come; hence 
the framework of the bock will 
remain sound, even though loan- 
ing terms and regulations may be 
changed in detail. Second, it has 
an index outline of a kind and 
quality that is most unusual. 

It covers thirteen pages; is clas- 
sified according to basic subjects, 
such as Financial Planning, Cred- 
it from Land Owners, Construction 
Loan procedures and the like, tak- 
ing a few subjects at random; and 
under each basic subject is a list 
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of specific facts and their expla- 
nations, together with the page 
numbers where these things are 
dealt with. It’s possible in a few 
moments to find almost any needed 
information. This book may be 
gotten from the Superintendent of 
Documents, U. 8S. Government 
Printing Office, Washington, D. C. 
for 70c. 


Prefab Financing 

The second publication is “Fi- 
nancing the Construction of Pre- 
fabricated Houses.” This page has 
not actually seen the booklet; but 
because prefabricated buildings 
are quite sure to loom large in 
this year’s market, and because 
the publication has been prepared 
for the HHFA by the School of 
Business of Indiana University 
and is based upon the experience 
of a good many prefabricated 
home manufacturers in the middle 
west, it would seem to be marked 
as an important business docu- 
ment. It has 54 pages and deals 
with such things as the role of the 
dealer in the construction of pre- 
fabs; the dealer’s financial needs, 
credit services offered by manu- 
facturers and the like. This book- 
let, too, may be gotten from the 
Superintendent of Documents. 
Price 40 cents. 


Among the numerous attention- 
holding factors in Congress is the 
President's recommendations 
about public housing. Back in ’49 
the Taft housing measure was 
passed by Congress, authorizing 
the Federal government to build 
135,000 housing units a year for 
1 period of six years. These of 
ourse were for low-income fam- 
lies. 

When Korea erupted, President 
Truman reduced the annual num- 
ber to 75,000. Last year Congress 
reduced it to 20,000. President 
Eisenhower has asked that the 
number be raised to 35,000 a year; 
with emphasis on the entry of pri- 
vate industry and private bank- 
ing into the business of making 
this construction easier and more 
effective. 

For people displaced by slum 
clearance, the President has sug- 
gested Federal financial guarantee 
on houses that could be bought 
with very low down payments and 
paid for by installments compar- 
able to minimum rentals, through 
long periods; perhaps forty years. 


Robert Y. Kerr 


1954, AMERICAN LUMBERMAN & 








Tale 
MORE PROF 


STOMERS 
MORE yd ei 


MOUNTAIN-GROWN 
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More Phagila Gecause: 


@ BEAUTIFUL Lockwood Tempered Oak Floors sell homes on sight. They meet 
the test of sanitation, economy and durability, too. 


@ LOCKWOOD Tempered Oak Flooring is cut from Cloud's own timber tracts 


and is milled in Cloud's own sawmills. 


@ DISTRIBUTION is Direct To The Dealer—Cheaper To The Dealer—within Truck- 


ing area, via Cloud's own giant vans. 


@ EASED EDGES with nailing groove in top of tongue speed laying and finishing. 


Many flooring installation contractors say this saves them 25 to 35% in labor 
costs! 


THE OAK FLOORING WITH More Cutlomid Cocauses 
THE NAIL-GROOVE 
' @ LOCKWOOD Tempered Oak Flooring is the even-textured 
uniform colored oak grown in the Ozark Mountains, which 
is noted for the beauty of its finer grain and which is less 
subject to contraction and expansion. 
@OUR METHOD of kiln-drying is a great selling point. 
Lockwood Oak Flooring is kiln-dried in compartment, cross 
circulation, fan-type kilns, It is the same kiln drying used by 
manufacturers of finest furniture where gluing is necessary 
This is the perfect method of kiln drying. 
@ LOCKWOOD tempering makes flooring more resilient and 
easier to nail. It lays and stays straight. 
@ LOCKWOOD precision-milling provides an even surface 
which requires a minimum of sanding. 


@ THERE'S A GRADE PRICED FOR EVERY NEED, each produced in ac- 
cordance with NOFMA standards. 


Call us or write us for a quotation on your requirement, 


*Flooring Dealers and Flooring Instailation Contractors 


Buitpinc Propucts MERCHANDISER (To obtain more data on advertised products see page 88) 





a 


This label can help you sell more 


NONSTAINING ALUMINUM SCREENING 


because it’s presold to your customers in 
leading national magazines and on television 


IN ALCOA’S BIG SPRING SCREENING PROMOTION 


ORDER YOUR SCREENING NOW! 


DISPLAY THE ALCOA LABEL! 


“Wh Pee’ sanding, wea 


When you sell Alcoa-tagged screening you sell 
the finest aluminum screening available, made 


from specially developed Alcoa® Alclad Wire to 
give extra service. 





RR-S-1 414. 


Alabama Wires Co., inc. Gulf Sereen & Wire Co. 
Americon Wire Fabrics Inc 

Corp. Hanover Wire Cloth Div 
Chase Brass & Copper Co. (Continental Copper & 

Steel industries, inc.) 
Clinton Wire Cloth Co. 
: Heillig Bros. Co., inc. 

Cyclone Fence Division 

(American Steel & Wire The C. O. Jelliff Mfg. Co. 

Company) Keystone Wire Cloth Co. 
Dixie Screen & Wire New York Wire Cloth Co. 


Products, inc. Pacific Wire Products Co. 
Gilbert & Bennett Mfg. Co. Inc. 





IT’S AVAILABLE NOW! 


Insect wire screening woven by the following manufacturers from 
Alcoa Alclad 56-S Aluminum Wire conforms to National Bureau 
of Standards Specification CS 138-49 and Federal Specification 


Pennwoven, inc. 

Phifer Aluminum Screen 
Company 

Southern Aluminum Cloth 
Co., inc. 

Spergo Wire Cloth & 
Screen Co. 

Whitehead Woven Wire 
Co. 


Wickwire Brothers, Inc. 
Wire Products, inc. 
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ALCOA 
ALUAINU A, 


ALUMINUM COMPANY OF AMERICA 
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1954 Will Be a Creative Salesman’s Year! 





There is plenty of room for more creative 
selling in our lumber and building products 
stores. It is time to sharpen our definitions 
and rededicate ourselves to the principles of 


creative selling. Our business for 1954 will 
increase 10% or more if each manager and 
sales person will make just one more creative 
sale each business day. 


A Creative Salesman’s Pledge for 1954 


In addition to properly handling all the or- 
ders that come my way, I will strive to make one 
or more of the following types of creative sales 
every business day: 


A sale where I send the customer out of the 
store with better quality and with a larger quan- 
tity than he thought of purchasing when he 
came in. 


A sale where I find out what the consumer 
is going to use the materials for and induce the 
purchaser to buy related items that he might 
purchase elsewhere. 


A sale where I make our right price stand up 
against cut-throat competition by emphasizing 
values and service to the point where the dif- 
ference seems unimportant. 


A sale where I sell a discount seeking cus- 
tomer the benefits in the merchandise instead 
of the discount. 


A sale to a prospect uncovered by asking a 
present customer for the name of a friend who 
might be interested in buying what he had just 
purchased. 


A sale where I figure and sell the labor as 
well as materials in a package job and get a 
profit on both. 


A sale where I go out and find a buyer instead 
of waiting for him to come in. 


A sale where I survey a property for needed 
improvement and call the owner’s attention to 
his needs and persuade him to buy. 


A sale where I induce someone to want some- 
thing we have to sell that it hasn’t occurred to 
him that he needs. 


Reprints available. 
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A sale where I persuade a prospect that a 
convenience is a necessity. 


A sale where I persuade an investor to put 
money to work that would not otherwise be 
spent or invested. 


A sale where I recognize “No” and “Not 
Interested” for what they really are—defense 
mechanisms based on lack of information and 


proceed to supply the needed information and 
close the sale. 


A sale where I dissolve the buyer’s objections 
by building a buyer’s yardstick and checking 
off the benefits one by one. 


A sale where I make a repeat customer out of 
a casual buyer. 


A sale where I help the buyer buy intelli- 
gently and make a friend as well as a customer. 


A sale where I persuade someone to want to 
live better by enjoying some of the luxuries and 
conveniences in our products and services. 


A sale where I persuade a property-owner 
that by investing in certain improvements he 
will get double his money back in increased 
property values. 


To these ends I pledge my thought, my energy, 
and my honor as a salesman. 





OW...Nylon Brushes You 


% THEY LOOK DIFFERENT. . . they are different... and 
Wooster Multiflag Brushes perform better in many ways than any 
other paint brushes you ever offered your customers! 


% ALL-FLAGGED...ALL-TIPPED .. . with the best paint- 


ing characteristics of pure bristle. 


* GREATER PAINT CAPACITY and faster, smoother lay-off 
because of soft, flexible, tapered and fully flagged filaments. 


% NATIONALLY ADVERTISED to your customers through 
magazines such as Better Homes & Gardens, The American Home, 
Living for Young Homemakers, Good Housekeeping and Home 
Maintenance & Improvement. 


ND APPROVED by the famous laboratories of 


ping and fully guaranteed as advertised therein. 


MODERNLY PACKAGED io attrac- 


tive, colorful counter merchandisers, or 


° 
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available as open stock in a complete con- 
s sumer line. 


enn pe UN Or Fy 


S Y Guaranteed by 2 
Good Housekeeping 


oH yy 
SPAS apvenristy HSS 


ER 
OLLERS, TOO! 


@bric X Paint Rollers, the truly all- 

P applicators. Use in all paints, enamels, 

ishes. Stock this one line . . . and you have 
rollers for every type of job, for every customer! 
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Can Sell With Confidence! 
WOOSTER 


ijlag 


BRUSHES 


Glance at one of these new-type brushes, and 
you'll see more flags than you could count in a 
month of Sundays. Not only at the tip, either, but 
back through the various filament lengths, too. 
That means a brush which works perfectly through- 
out its long lifetime. 

Make no mistake! This is wot the conventional 
split flagging found in some nylon brushes. It is 
not a mixture of filaments, some crudely flagged, 


some merely tapered. It is all-flagged, all-tipped 
filament . . . with softness and flexibility never 
before possible in nylon brushes... giving Wooster 
Muitiflag Brushes greater paint capacity and greater 
efficiency in paint application. 

For little more than a twenty-dollar bill, you can 
feature Wooster Mu/tiflag Brushes on your counter 
in one of the colorful, new, self-service displays 
shown below. Buy a sampler merchandiser now! 


ORDER THESE MERCHANDISERS TODAY ! Call the Wooster dis- 


tributor in your area now, or, for his name and address, write The Wooster 
Brush Company, Wooster, Ohio. 


Buripinc Propucts MERCHANDISER (To obtain more data on advertised products see page 88) 





PAYLOAD diagram tells why 
Colonial’s fleet of Whites pays off. 
Here is weight distribution on Model 
WC22PLT White with Marion Cable 
1 l-yd. Dumper. 


Colonial Sand & Stone Co., Inc., New York, tells how 


FLEET OF WHITES 


boosts payload 
-»--reduces trip time 


GET THE FACTS about the advantages of White Payload Design 
for your business—it pays off in extra payload, first day in service, 
and counts up to an amazing annual savings. 


The diagram above shows how Colonial Sand & Stone Co., Inc., 
cuts down trip time, improves customer service because of the 
maneuverability and versatility of this unit and boosts payload. 


Quality Whites carry bigger loads and have the rugged power 
and stamina to keep rolling up the trips and miles, day after day, 
regardless of load and terrain conuitions. 


See your White Representative for facts. 


THE WHITE MOTOR COMPANY 
Cleveland 1, Ohio 


FOR MORE THAN 50 YEARS THE GREATEST NAME IN TRUCKS 


(To obtain more data on advertised products see page 88) February 22, 1954, AMERICAN LUMBERMAN €F 
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For well over 50 vears Northern Woods have been recognized tor their high quality. The 
Northern Lumber Millis are better equipped today than ever peiore to serve you with well- 
manutacturea. accurately-graaec Northern Woods. Consult the firms on this page for your 


requirements in Northern Woods 


Edward Hines Lumber Co. =. =. wt; 


Mill at Bergland, Michi ae 
Sales Office—77 W. Washington St.—Chicago 2 
Hardwoods, Hemlock and White Pine. Planing Mill and Dry Kilns 


Chicago, lil. 


“Boehm-Madisen Lumber Co. . . . Milwaukee 3, Wis. 


Mill: habe, inden. Mich. Mirs. Hardwoods. L.C.L. : ~ kiln 
dried hardwoods from stock at Thiensville, le 


Cadillac-Soo Lumber Co. . . . Sault Ste. Marie, Mich. 


Northern Hardwoods, Hard Maple a Specialty. Hemlock, White Pine. 
Modern Dry Kilns. Facilities for Surfacing, Resawing, etc. 


*Abbott Fox Lumber Co. . . . . tron Mountain, Mich. 


Manufacturers and Concentrators of Hardwoods, Hemlock and White 
Pine. Planing Mills. Dry Kilns. 


“+Connor Lor. & Land Co, «Mills: taona, Wis.) Sales Marshfield, Wis. 


K. D. & A. D. Hardwoods, Hemlock, W Pine--Cedar Shingles, Posts, 
Poles—Laytite Rock Maple & Birch Flooring—Di i stock. 





Schneider Bros. Lumber Co. . . . . Marquette, Mich. 


Northern Hardwoods and Hemlock, Hardwood Dimensions. Rough 
Hardwood Turnings. a or size. Planing Mill and 


*+Holt Hardwood Co. =. ww; . Oconto, Wis. 


Maple, Birch, Beech, Oak Floor'ng. S‘rip, Assembled Block, 
Herringbone, Parquetry types; all types Heavy Duty Floorinj. 


*+J.W. Wells Lumber Co. 2. 2 wt; 


— Mich. 
Hard Maple and Oak Flooring. Strip, Herri 


Custom kiln drying. Upper Sutee Tass Maple and wNirch ‘ae 
roug 





tMember Maple Flooring Mfrs. Assn. 


“Goodman Lumber Company . . . . Goodman, Wis. 


Northern Hardwoods, Hemlock, White Pine, Basswood, Hardwood 
Dimension. Planing Mill, Dry Kilns. Rotary Cut Veneers. 


*Michigan Pole a Tie Co. . . . . Newberry, Mich. 


North Hardw: Lumber, Old Faithful Hemlock. NORTHERN 
WHITE PINE. W NORWAY PINE and Piling. Excellent Transit Mill. 
working Facilities. 


“Roddis Plywood Corporation . Marsatielt & Park Falls, Wis. 


wood, Mich. 


Complete stock N. Hdwds . Pine, Cedar Prod. 
Birch, Fig. Hdwd. Ven’ rd ‘Doors. Plywd. Modern Dry Kiln faci 


*Ahonen Lumber Co. . =. =. =.) .) .~ Ironwood, Mich. 


Northern Hardwoods, Hemlock, White Pine, Spruce. Plan’ 
—Modern Dry Kilns. Sales agents for the “AAA” brand MA 
Hardwood Ficoring. 


“Copeland Lumber Co. . |; . . Chicago, Hl. 


Mills — Mergers and Cusino, Mich’ 
Office — CHICAGO — 135 8. La Le Salle St. 
Hardweeds. White Pine and Hemiock 


*C. M. Christiansen Co. . =. . =. =.) .~ Phelps, Wis. 


An outstanding Wisconsin |umber manufacturer — ~<a White 
Pine, Hemlock and Cedar Products 


“Wm. Bonifas Lumber Co. (,,.,.Mis 1... ) delet Neenah, Wis. 


Northern Hardwoods. White Pine. 
Modern Dry Kilns. Expert Mi'lwork. 


*Member Northern Hemlock & Hardwood Mfrs. Assn. 
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PUT THIS PROVEN PROFIT PRODUCER TO ‘iE 
WORK MAKING MONEY FOR YOU...@ALL = 2 
YOUR LOCAL G-P REPRESENTATIVE TODAY! = 
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SIZZLES WITH SALES APPEAL 
THAT PUTS MONEY IN YOUR POCKET 





3 Millions of Feet Have Sold on Sight! ing . . . they wanted new design . . . they wanted 

: Thousands of home craftsmen, builders andcon- _ knots and natural growth characteristics . . . they 
| tractors have bought right from the display panels § wanted lowcost... they gor it in Georgia-Pacific’s 
in dealer showrooms. They wanted wood panel- _ textured plywood. 


Thousands of Installations Have Paved the Way for Ripplewood Sales 


Restaurants, offices, conference rooms, show- used this magnificent paneling to create a warm 
; rooms, lobbies, cocktail lounges, living rooms, and beautiful atmosphere. Buyers are satisfied 
game rooms, bedrooms, dining rooms have all customers . . . proud of the beauty it creates. 


Wherever Used, Ripplewood Sells More Installations 

Buyers report that visitors and customers exclaim “Where can I get it? ... I want it for.....” 
over the striking styling, the dramatic touch, that §Ripplewood creates a presold marketful of pros- 
this knotty textured paneling permits, and ask, _ pects ripe for your order book. 


2, The Prospects for Ripplewood Wall Paneling Are Limitiess 

; The enormous market potential is waiting. With market of over $4,000,000,000 offers tremendous 
2 Ripplewood, Georgia-Pacific now brings the sales possibilities for aggressive dealers handling 
luxury of genuine wood wall paneling within the §Ripplewood. When prospects see Ripplewood 
: reach of everyone. The annual market of nearly _ they buy it! When dealers show Ripplewood they 
. one million new homes and a modernization _ sell it! Be sure prospects buy it from you! 


= | THESE RIPPLEWOOD SELLING POINTS HAVE SOLD THOUSANDS OF INSTALLATIONS 


@ It’s genuine wood wall paneiing @ It is easy to install and finish 


Se @ Its natural growth characteristics add elegance and @ It is low priced 
= charm to any setting 


@ It increases the market value of the property 
@ Its magnificent knotty swirling texture makes @ It in panels or squares 
possible brilliant new styling effects @ It is protected by cartons 


@ It is factory sealed—ready to install 


-— lw @ « GEORGIA — PACIFIC pivwoon company 


Dept. AL-2, 270 Park Avenue, New York 17, N. Y. 


wr. 
rat Je. 
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TV Proves Popular Sales 
Aid to ll Yards 


How a New England line yard organization organ- 
izes and stages its television shows. Moderate-cost TV shorts, 
especially for dealer use, will soon be available. 


ALT DURBAHN of “Walt’s Work- 
shop” in his TV studio workshop. 
Films featuring Walt will soon be 


available to dealers for TV shorts. BUILDING 


poe ©6MATERIALS 


Special TV Films WO MONEY DOWN! 
for Lumber Dealers o 


- WeW 
DIAMONO BUDGET PLAN 


The first 13 films in a TV ser- 
ies called “Walt’s Workshop,” 
for lumber dealers’ local use, will 
be available April 28. Reid Ra 
Television Productions, St. Paul, 
Minn., is offering the film series, 
which is a development of the 
successful live show spon- 
sored by the Edward Hines Lum- 
ber Company, Chicago, for the 
past five years. 


The best of Hines’ live pro- 
grams, determined by consider- 
able research, are being filmed 
and will be available in the ser- 
ies, which is built around the do- 
it-yourself idea. The “Walt’s 
Workshop” films will each be 26 
minutes long and cover handy- 
man projects from doll houses 
and work benches to roof re- 
gaits, painting and remodeling. 

ested and profit-proven expe- 


BRAND NAME PRODUCTS become silent salesmen to thousands of potential 
Diamond Match customers on the TV screen. Left to right, Roger B. Withington, 
producer and star of Diamond’s TV show; William Rines, general manager, 
WCSH-TV, and Albert G. Hanson, district manager of 11 Diamond Match yards 
in Maine and New Hampshire. 


“Your Home and You,” the first 
half-hour show in a new TV series 
sponsored by the 11 retail lumber- 
yards of the Diamond Match Com- 
pany in Maine and New Hamp- 

shire, was telecast December 21 
row - Seorpendiotes. me- on Portland’s new station WCSH- 
Company will thus be made TV. ; 
avalos nationally to any yard The station, the lumberyards 
sponsoring the TV film series. and Doremus & Company — Dia- 


receive win 


films—a store 


—will obtainab 
hook to bring the TV 
into the sponsoring yard. 


stations, 


instructor for more than 


yourself 
American 


program. 





Dealers leasing the series will 
“ we posters, ad mats, 
mailin: es, new r re- 
leases and TV sta om: Eyenelen 
material, Instruction sheets for 
each project demonstrated in the 
Scleer Siete Mineaie Chien 

n es cago 

will be ta le as another 
ence 


Arrangements will be made to 
provide screening prints to deal- 
ers, advertising agencies and TV 


“Walt” of the “Workshop” 
title, star of the series, is a 
craftsman and an industrial art 


28 
years, Articles by Walt on do-it- 
are now running in 

zine. The Chi- 
cago NBC- show holds the 
record for the longest, continu- 
ous single-sponsored television 








mond’s advertising agency—hoped 
for some response from viewers to 
the program’s offer of a free book- 
let on Black & Decker power tools. 
To their surprise, requests began 
to roll in — right in the middle of 
the holiday season — and in a few 
days totaled well over 300 re- 
quests. 

Mail to the station was chan- 
neled to the Boston ad agency, 
which filled the requests. A lead 
card was made up for each name 
and sent to the prospect’s nearest 
Diamond Match yard for followup. 
Diamond managers reported sub- 
stantial sales of power tools after 
the first telecast and customer 
solicitation. 


Plans Wider Use 
The management of the lumber 
company is now considering film- 
ing the telecasts for reuse through- 
out New England to cover its en- 
tire lumber division of 35 yards. 
Each show now features a location 


February 
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COVER: PAINTING ROLLER is one 
of the many product demonstrations 
shown on TV by the Diamond Match 
Co. Note emphasis on budget plan. 


map pointing out where viewers 
will find their nearest Diamond 
yard. 

“Your Home and You” was the 
first sponsored program on WCSH- 
TV and began less than 24 hours 
after the station started opera- 
tions. It was later discovered the 
station covers even more than the 
11 market areas Diamond aimed 
for in Maine and New Hampshire; 
its signal is very well received as 
far south as Newburyport, Mass., 
where three more Diamond yards 
are located. Consumer interest in 

1954, 
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TV has been found very high in 
the northern New England region. 

A full-scale room interior is the 
scene of the live do-it-yourself 
telecasts. Walls can be added or 
removed for product demonstra- 
tions or a ceiling added to demon- 
strate tile application. The show 
is telecast each Monday afternoon 
from 2:30 to 3. It is produced by 
and stars Roger B. Withington, 
widely known architect and in- 
terior designer. He conducts actu- 
al demonstrations of the use of 
home modernization materials. 

The do-it-yourself telecasts wil! 
probably be a 52-week continuous 
series, said Harold L. Appleton, 
account executive for the Diamond 
Match Company, Doremus & Com- 
pany. They are now contracted to 
WCSH-TV for a 26-week period, 
with options for the next 26. 
“From results so far, we strongly 
believe that we will continue in- 
definitely,” he stated. 


Manufacturers Participate 

“The shows will be the home- 
maker’s and home handyman’s TV 
schoolroom, with a _ few light 
touches, but with a practical ap- 
proach,” pointed out Withington. 
Everything from attic finishing to 
painting the living room will be 
demonstrated, and all phases of 
home carpentry, decorating and 
improvement will be discussed and 
shown. Most of the leading build- 
ing materials manufacturers will 
participate on the program during 
the year, giving instruction and ad- 
vice on the use of their nationally 
advertised products. In many 
cases, manufacturers have as- 
signed their crack salesmen to ap- 
pear personally in the telecasts 
with Withington. 

Following the initial TV show of 
Black & Decker, December 21, on 
power tools, the balance of the 
first 11 weeks through March 1 
included: Dec. 28, painting tech- 
niques (roller-spray-spatter) ; Jan. 
4, U.S. Gypsum Company — Sheet- 
rock; Jan. 11, cornices; Jan. 18, 
Wood Conversion Company — Nu- 
Wood and ceiling tile; Jan.. 25, 
U. 8. Plywood Company — Plank- 
weld; Feb. 1, hardwood floors, 
birch and maple flooring; Feb. 8, 
floor finishes, sanding and finish- 
ing machines; Feb. 15, Norfolk 
Paint Company — paint finishing; 
Feb. 22, The Morgan Company 
kitchen cabinets; March 1, Wallite 
kitchen and bath tile. 

Not yet dated but scheduled for 
early product demonstrations are 
Masonite Corporation  (hard- 
boards); Andersen Corporation 
(windows); Marsh Wall Products 
(wall tile) and the Flintkote Com- 
pany (insulation). 


Appeal to Women 
Doremus & Company points out 
that the time of day chosen for the 
show might be questioned since 


BuiLpinc Propucts MERCHANDISER 


SET !S ADAPTABLE to every type of building material application. Open stud- 
ding, paneling and installed insulation are shown here. A portable ceiling area 
can be fitted over open studding at 45 degree angle for ceiling tile demonstrations. 
In the spring, this part of the set will be converted to an exterior wall complete 


with eaves and gutter. 


BUILDING 
MATERIALS 


RETAIL STORE SHOWROOM is part of Diamond Match’s permanent set. Gerry 
Lewis, program anouncer, points to a map showing the location of the company’s 
yards in Maine and New Hampshire. 


most mid-afternoon TV viewers 
are women, but Diamond Match 
Company selected it for a two-fold 
reason: Withington has a tremen- 
dous audience already established 
from 2,000 radio broadcasts in the 
same field over the Maine network, 
end they believe practically every 
home modernization or repair job 
is instituted by the housewife. 
“The woman may not do the ac- 
tual work but, once she makes up 
her mind to get the job done, soon- 
er or later her husband will be 
working on it,” Appleton says. 
The show also goes daytime for 
practical, economic reasons at its 
inception. TV rates before 6 p.m. 


are lower and there is less compe- 
tition from big-name network 
shows. The Doremus company, 
which handles the entire advertis- 
ing, merchandising and sales pro- 
motion program for all 35 yards of 
the New England lumber division 
of the Diamond Match Company, 
has allocated about 10% of the 
company’s advertising promotion 
budget for 1954 to TV. 


Cost Breakdown 


In addition to the station’s pub- 
lished time rates, other expenses 
in such a TV show include the ini- 
tial cost of the standing set, which 


Continued on next page 
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was substantial but will be amor- 
tized over the first 52 weeks; travel 
expenses and costs in lining up the 
various manufacturers, materials 
and details involved; talent costs; 
production costs such as posters, 
signs, slides and film, and rehear- 
sal time in the studio, which is 
charged for (the ad agency learned 
that extra attention must be given 
to this item and is allocating more 
to rehearsal costs). 

The total cost is charged to the 
district comprising the initial 11 
retail yards but, because the ad- 
vertising budget is formed from 
a sales percentage of all 35 Dia- 
mond yards to cover the entire 
chain, Doremus tries in actual 
operation to maintain a fair bal- 
ance of expenditure among the 
districts. 


Audience Activity Noted 


There was also excellent re- 
sponse to the second telecast, 
which demonstrated painting tech- 
niques, in the Christmas-New 
Year’s week, and the third, which 
demonstrated dry wall construc- 
tion and how to finish joints. Ray 
Warren represented the U. §. 
Gypsum Co. on this show. 

Some guest expert, drawn each 
week from various fields of home 
building and decorating, will be a 
feature of the show as often as 
possible. Withington spends little 
time on the program extolling the 
virtues of the various products. 

“Why tell the audience over and 
over again how good the product 
is?” he asks, “After all, it wouldn’t 
be on the market if it wasn’t good. 
Tell them how to USE the product; 
most consumers don’t know how to 
get the most out of what they buy 
because they don’t know how to 
use it.” 

Everyone connected with the 
program feels that, for the first 
time, the interior decorating pre- 
sentation is bringing sales results. 
Withington’s theory is that good 
taste in the home does not depend 
on a price tag; how to rearrange 
and remodel, how to furnish and 
recondition is the theme. 

The show does not follow a pre- 
pared script. Brief rehearsals 
establish a general line of discus- 
sion and product demonstration 
ideas. 


Focus on One Product 


“Our major problem at first, and 
which is still troublesome,” said 
Appleton, “is that our guest de- 
monstrators try to cover too many 
products or applications in a single 
show. While we appreciate the 
fact that a manufacturer wants to 
show his products as completely 
as possible, and also that his en- 
thusiasm and familiarity with his 
line makes everything seem simple 
to him, such a technique will not 
work on a television show. 

“When you try to sell more than 
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one thing at a time on TV, you 
weaken yourssales pitch. It is much 
better to concentrate on a single 
application and to indicate other 
uses only enough to arouse curi- 
osity so that your prospect will 
come to the lumberyard for further 
information. The final sale of an 
associated item is then up to your 
yard personnel,” the advertising 
account executive points out. 


Booklets Offered 


“A case in point,” he continued, 
“was the offer by a prominent man- 
ufacturer of no less than three 
outstanding how-to-do-it booklets, 
any one of which does a terrific 
selling job. We had a hard time 
choosing the one we wanted to of- 


fer by mail. 


We finally chose the 


one with the least sales pressure 
— simply as an interest-creating 
device — so that the prospect’s 
next step was to go to his nearest 
lumberyard and request either or 
both of the other booklets. At that 
time, of course, the Diamond yard 
people can make their sales pre- 


sentation.” 


Doremus expects to offer the en- 
tire series of films to non-compe- 
titive dealers over the country. 
Such an operation entails planning 
the TV show so specific local ref- 
erences may be concentrated in 


certain time segments 


in order 


that they may be edited out and 

replaced by location references. 
Very little local editing of the 

film will be necessary as they now 


visualize it. 


Plans for Nationwide Coverage 


For best viewing quality, of 
course, actual film production has 
no equal but the cost of bringing 
a movie unit into Station WCSH- 


DEALER POINTER 


TV is prohibitive so far. Arrange- 
ments are now being made to kine- 
scope the show (making a film di- 
rectly from the monitor screen in 
the control room while the actual 
show is being telecast). The re- 
sulting film can then be duplicated 
as many times as needed and edited 
for local stations. 

The entire half-hour shows to 
date have had only three to four 
minutes of “commercials” but such 
a program is, in a sense, almost en- 
tirely commercial because con- 
stant reference concerns the prod- 
uct under discussion. To make sure 
the sponsor’s name is generally 
“on-camera,” a big Diamond Match 
Company trademark is part of the 
set and gets into the picture fre- 
quently. 

Doremus & Company, 53 State 
Street, Boston 9, Mass., will soon 
be able to answer specific questions 
about the availability of this series 
of films for other lumberyards 
throughout the country. 





TV on the March 


With the lifting of the FCC 
freeze last fall the construction 
of new television stations has 
boomed. Today there are 112 
u.h.f. and 212 v.h.f. stations on 
the air in the continental United 
States. 

More v.h.f. stations are going 
into smaller cities because the 
cost of equipment is so much 
lower than conventional v.h.f. 
transmitters. The latest FCC 
station list, for example, shows 
new stations in Ft. Smith, Ark., 
Columbus, Ga., Belleville, IIL., 
Wichita, Kan., Elmira, N. Y. an 
New Castie, Pa. 














Free Sharpening Service Didn't Cut His Profits 


SERVICE FOREMOST FOR OVER 75 YEARS 


A somewhat amaz- 
ing variety of poten- 
tial customers with 
“cutting vocations” 
filed into the show- 
room of the D. M. 
Rose & Co., Knoxville, 
Tenn., when the lum- 
ber dealer offered the 
public a free tool 
sharpening service 
in this newspaper ad. 


Rose & Co. officials 
were quite pleased 





Meme Creftemen | 
Hendy Men! 


Orne your woodworking 
roots 


Mething te buy, se obt- 
gehen! 


Don’t Miss This Cian 
TO GET YOUR... 


your weedwerking tools qd let us put them in geed coe- 
dition fer yeu. 


mecmaces DMMosedy 
outer Sewn, ond other woodwork - + 
ime foots. Phone 35-0711 





with the increase in sales and floor 


traffic that the special 


service 


brought. They were also surprised 
at ‘who came to have what sharp- 


ened.” 


The free offer ran for a limited 


time. 


Although the ad specified 


that woodworking tools would be 
sharpened, here’s a list of some 
of the things that showed up and 
were sharpened: meat saw, weed 
cutters, hedge trimmer, tin snips, 
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grass sickle, garden hoe, hack saws 
and mattochs. 


Among the other tools were rip 
saws, band saws, key hole saws, 


one-man saws, buck saws, tree 
saw, crosscut saws, hand plane, 
axes, adzes, hatchets, mortise chis- 
els, wood chisels, router bits, wood 
bits, drawing knives, pocket knives, 
jointer knives, wood scraper and 
turning chisels. 
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TOOLETER! 


a 


ELIMINATES 
ALL SELLING 
ON YOUR PART... 
YOUR CUSTOMER 
SEES IT... 
WANTS IT... 
BUYS IT... 


ALL BY 
HIMSELF! 


£ 


P.. 
y . il 
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Every way you look at it, there is nothing to compare with this 
Newest Challenger Automatic Merchandiser. Because “Tool- 
eteria” is super compact, you get utmost profit per square inch 
from your valuable counter space. Also “Tool-eteria” features 
only basic tools that are sure-fire sellers every day of the year, 
and offers these fine quality tools at unbeatable low prices. 
Moreover, “Tool-eteria” is jam-pzcked with the kind of eye- 
appeal that commands «ttentisn everywhere and generates im- 
mediate impulse self-service buying. And last but not least, 
the beautiful Lithographed Card on which each tool is mounted 
does the complete selling job for you by giving your customer 
ALL the use, guarantee and price information needed to close 
the sale. ORDER NOW through your Jobber... ALSO GET DETAILS 
on Challenger’s complete BIG VOLUME LINE of HAND TOOLS!!! 
CONTENTS: 4 No. C-5005 Chrome Plated 5-Piece Combination Wrench 
Sets; 6 No. C-4208-S Chrome Plated 8” Adjustable Wrenches; 6 No. 
C-3261-$ Chrome Plated Four-Adjustment Pliers; 6 No. C-3146- Chrome 

Plated Open End Five-Piece 


complete with Metal Merchandising 
Fe ct eatited on esate aioe 


“No. 525 COUNTER 


MERCHANDISER 


* 
* 


wrt hr 
Stand and 





"'SPACE-SAVER’’ STAND 
MEASURES ONLY 
15'2° wide x 18” high x 8” deep 


FOR EVERY TYPE OF STORE...Features basic 
tools everybody buys and uses every day 


EACH TOOL MOUNTED ON HEAVY-WEIGHT 
AND BEAUTIFULLY LITHOGRAPHED CARD 
GIVING PRICE AND SALES INFORMATION 


COMES WITH EXTRA-RIGID 
WELDED METAL STAND 


ROCK BOTTOM POPULAR PRICES ASSURE 
INSTANT SALES RESPONSE 


ALL TOP-PERFORMANCE, TOP-QUALITY 
TOOLS...FULLY FACTORY GUARANTEED 


“SPACE-SAVER”’ 














DEALER POINTERS 


—_— 


Yard Service Booth 
Speeds Customer Traffic 

A portable service booth stra- 
tegically located near the entrance 
of the main warehouse has helped 
the Gallant Lumber and Coal Co., 
Toledo, Ohio, solve some of the 
problems arising from the usual 
rush of consumer customers on 
Saturday mornings. 

T. A. Miller, manager, says the 
system works like this: 

Customers visit the office in the 
front of the yard first, order their 
materials and pay for them. The 


(To obtain more data on advertised products see page 88) 


customers are then directed to the 
service booth in the main ware- 
house. 

The booth is manned by the yard 
foreman who receives sales slips 
and invoices from the customers 
who are waited on in turn. The 
foreman hands the orders to wait- 
ing yardmen to be filled. Efforts 
of yardmen are not dissipated by 
trying to fill several orders in dif- 
ferent parts of the yard at the 
same time. Traffic through the 
various warehouses is kept to a 
minimum because most of the 
items are brought directly to the 
service booth or placed in custo- 
mers’ cars just outside the door. 

If a customer comes to the serv- 
ice booth first, he is asked to go 
over to the office to pay while his 
order is being filled. 

The booth, open at the rear, is 
made of a light lumber frame cov- 
ered with plywood. It has station- 
ary windows on two sides and 
glass, swinging windows in front. 
The writing shelf inside the front 
of the booth is several inches be- 
low the window openings to keep 
papers from blowing away. Be- 
neath the shelf are several com- 
partments for storing invoices and 
other papers. 
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Handy Folder for Clippings 
Keeps Yard’s Ads Working 


“Deader than yesterday’s news- 
paper” isn’t true with the Miles D. 
Bradfield Lumber Co., Boulder, 
Colo. This dealer keeps his adver- 
tising right on working for him’ 
with clippings of each ad placed ir 
an acetate pocket of a loose-leaf 
leather folder that accompanies 
him on every house call. 

The ad notebook serves as re- 
minders of the product specials, 
and services. It alse frequently 
carries copies of a weekly news- 
letter the veteran dealer publishes. 

“When I am out talking with a 
homeowner about remodeling or 
new construction, I have finger- 
tip information to quote or show 
him,” Bradfield says of this handy 
sales tool. 
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COAST TO COAST 


Dealers Build More Profits 


on DURHAM’S ROCK HARD 
WATER PUTTY WITH LOCAL 


TIE-IN ADVERTISING 


THESE SMALL TIE-IN ADS East ... North... South... West 


dealers are using these ads on Dur- 
ARE AVAILABLE... SEND TODAY ham’s Rock Hard Water Putty in local 
FOR YOUR MATS 


newspapers and handbills to sell more 
of this FASTEST MOVING, LONG. 
ER PROFIT PLASTIC REPAIR 
MATERIAL. 











, This modern repair-plastic 
HERE'S WHAT Yala in powder-form 
FOLKS WEED | 4 permoneata EVERY HOME NEEDS 

to repair walls, f meme FiiS CLACKS OF 

: Fes fils cracks oc) A REPAIRS .. . Advertise 
woodwork, fur- 


a tile, plaster This Big-Selling, Long 
with water and S Profit Repair Plastic. 


WILL NOT SHRINK use. Absolutely 
STICKS AND STAYS pijy will not shrink. 
J 


| a Ea 








Our national advertising in Popular 
Mechanics, Popular Science and 
Here's the per- ay = Me 12, Home Craftsman reaches and sells 
manent way to 0 Card | a” § millions of men with home work- 
fill cracks or ‘ j 

holes in wood, tile, ‘ 
stone or plaster, Eco- j ; : 

nomical. Easy to use. . ioe Si aati Many 
You can mold, chisel, : ‘ j bi 
polish or paint it. dig 


Se ‘ For lasting repairs in walls, floor 
/ or furniture, use Durham’s 

The PLASTIC Repair Material Rock-Hard Water Putty. Does 
in POWDER Form not shrink, fall out or chip off. 
Economical, just mix with water. Decide now to join the many other 

Easy to use. Hardens quickly. dealers who cash-in on this national 

Sticks and stays put. advertising. Stock plenty of Durham’s 


The ‘Modern 00‘ Rock Hard Water Putty. Display it 

PLASTIC ONE POUND CAN... prominently . . . then use the mats to 

ray advertise locally. Send for your FREE 
om : wit Ad No. 41 sues dieu, 


v 7 / 
: PERMANENTLY Durham’s ROCK-HARD Donald Durham Company 
mends crac or Box 804-L, Des Moi 7 
WATER fees ET) ms 004, Son Bete Fonn 


Sticks and stays put Sate anode Se te io Please send FREE ad-mats as checked 
PUTTY —Does not chip, tora. PERMANENTLY below: 


shops. 


millions of homeowners are 
sold through consistent advertising in 
Better Homes and Gardens, Sunset 
and other leading consumer publica- 
tions. 





shrink or fall out. mendes cracks or holes in 
L wor s Easy to a wood, tile, stene or plas 


A ter. []Adti [\Ad2i [J Ad3i [)Ad4!) 
ar: KS AND STAYS ‘chisel it, polish or te SS yang 
paint & ONE POUND CAN. Store Name 
ONE POUND CAN 


Ad No. 21 Ad No. 11 — 


We buy Durham products from: 


(Wholesaler) 


OE ee ee ERK EEE EEE EERE EEE ESSN Oe ele me ! 
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Jécet K\LN-DRIED SHEATHING 
AT DEFINITE 
MOISTURE CONTENT?.>: 


In Grade-Marked, Center-and-End hed / 
—- or Standard Lengths of Soft-Textured _ i Thy 
Arkansas Soft Pine thet Nails Without | Jol 
eg SPlitting and Supplies = 3 Vall 
~—~Maximum Insulation, im 


oa 
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~ CROSSETT LUMBER COMPANY 


A DIVISION OF THE CrOoSSETT COMPANY 
CROSSETT, ARKANSAS 
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YOUR AD OF THE WEEK 





No. 4 of a Series 
POINTERS ON HOMEOWNER ADS 


An increasing number of dealers are broadening 
their merchandising programs to go after more 
direct-to-homeowner sales for remodeling, home ex- 
pansion, and do-it-yourself. New lines are added, 
store layouts are modernized. 

The character of your advertising should be dic- 
tated by your merchandising objectives. In planning 
ads directed to homeowners, keep these points in 
mind. 


ILLUSTRATIONS: In some of your ads, use pic- 
tures of completed projects. Your prospect’s main 
interest is the completed job, not just the individual 
items on the material list. ADservice provides you 
with many excellent project mats, including Add-a- 
room, Recreation Rooms, Attic Remodeling, Porch 
Enclosure, Painting, Garages, and many others. 


HEADLINES: Avoid dull, unimaginative head- 
lines. The objective of the headline is to capture 
the reader’s attention and create sufficient interest 
to make him read more of the ad. You’ll find scores 
of professionally-written headlines in the ADservice 
book offered in the coupon below. 


COPY: Remember that your ad is your salesman 
in print, talking to thousands of prospects at the 
same time. Point out consumer benefits. Emphasize 
easy payments, the services that make your store a 
better place to patronize, the outstanding features 
of your merchandise. 


THIS FREE BOOK 
WILL HELP YOU 
PLAN BETTER ADS 


Send today for your copy of the 
ADservice book — showing 254 
mats, practical ideas, layouts, 
and copy suggestions. 


(please print or type) 


: AMERICAN LUMBERMA.N 
{ 139 No. Clark St., 
Chicago 2, Illinois 


Rush my free copy of the 48-page ADservice book. 


' NAME 
: COMPANY 
{| ADDRESS 


STATE. . 


Burtpinc Propucts MERCHANDISER 





Your newspaper can make up this 8-column ad, or 
a smaller version of it, using ADservice mats illus- 
trated in the big book offered in coupon. 


YOUR NAME OR SIGNATURE CUT HERE 


ADD A ROO 


A wise investment 
in family comfort 
and home improvement 
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YOUR NAME 











SUGGESTED COPY “A”: Here’s a practical, low-cost 
solution to crowded living! Our Home Plan Service experts 
will be glad to look over your property, suggest a plan 
that fits your family requirements, and make complete 
arrangements for construction. You get all the benefits 
of a large expensive new home—yet the cost is only a small 
sum per month. Phone or come in today! 


SUGGESTED COPY “B”: Whether you’re remodeling or 
building a new home, you can add distinctive and endur- 
ing beauty with wood paheling. Easy to apply, easy to 
finish and maintain. See our display of selected woods and 
unusual finishes. (list kinds and prices) 
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Do-It-Yourself Garages Bring 30% Profit 


Package-garage plan developed by Florida dealer is a selling tool against applicators. 





A successful do-it-yourself ga- 
rage sales promotion recently de- 
veloped by the Foley Lumber Co., 
Jacksonville, Fla., brings in a 30% 
profit per unit and, at the same 
time, helps defeat the itinerant ap- 
plicators in the area. 

“Under today’s conditions it be- 
hooves every retail lumber dealer 
to discover means to recapture the 
high profit business which has 
been lost to door-to-door type of 
selling as well as the mail order 
houses,” says H. H. Grant, execu- 
tive vice-president. 

“As our plan to recapture some 
of this business, we started our 
no-money-down, FHA-financed ga- 
rage plan,” Grant added. “The set- 
up has proven profitable. Each 
unit returns us better than 30% 
since all materials are priced at 
the retail level.” 


Here’s how the garage plan 
works: 

Using precut lumber, wall and 
roof sections of the garages are 
prefabbed by a two-man crew on 
jig tables in the firm’s shops. The 
crew can fabricate parts for an 
entire garage package in 1-1% 
days. The package consists of six 
wall sections with siding applied; 
two gable ends; 10 plywood roof 
Home Wi sections; floor plates; cross ties; 
' de eg Mae ae ridge board; eave drip; roofing; 
This. sturdy <a frais cos in oc) Oe” alah ie A anchor bolts; nails; paint; and an 
eighteen sections ready for easy assembly. a Fn. eer wr _. eg sold as a 

| Oa complete package, all parts for a 
Foley tyrishes you with cumplete instruc garage can be delivered (K-D) on 
tions on how to erect this pracision-built de- one truck. 
ara ha ty FOUNSEET ae ane oe ‘ Foley’s advertises the package 
phonies A ide : garage plan on radio and in news- 
recommend a responsible papers once a week. Newspaper 
ads are generally three columns 
wide and 10%-inches deep. Copy in 
the ads prominently mentions fi- 
nancing, such as: “No Money 
Dowwn! FHA Terms. As low as 
$13.14 per month. First payment 


in 45 days.” Financing is under 
PAYMENT IN 45 DA & FHA Title I. 
“AS $13.14 PER 














Purchasers of a garage get a 
complete mimeographed set of 
step-by-step erection instructions 
including a projection drawing 
and a blueprirt. Written in lay- 
men’s terms, the instructions cover 
everything from securing the 
building permit to applying the 
final coats of paint. 














Erection in a Weekend 


With the aid of one neighbor, an 
’ : , 
NEWSPAPER ADVERTISING emphasizing ease of construction, money-saving average homeowner can erect his 


angles and convenient financing is part of the firm’s continuing newspaper adver- garage in one weekend. Foley’s 
tising. Garage pictured is the unit that’s on display in Foley’s yard 





(continued on page 38) 
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New Chevrolet Trucks for ’54 


Loaded with brand-new advantages you need and want! 


You'll get more work done in less time and at 
lower cost with new '54 Chevrolet trucks on the 
job. They bring you more new features . . . more 
big new advantages than any other truck on the 
road, 


and unloading. New truck Hydra-Matic trans- 
mission* lets you drive all day without shifting. 
It’s offered not only on 44- and %-ton Chevrolet 
trucks, but on 1-ton models, too. New Comfort- 
master cab with one-piece curved windshield and 
amazing new Ride fennel Seat* offers the last 
word in comfort, convenience and safety. 

Plan now to see your Chevrolet dealer and get 


For example, you get new engine power in all 
models. The advanced ‘““Thriftmaster 235” engine 
combines bigger displacement and higher com- 


pression with other new features to give you 
greater power and finer performance. The rugged 
“Loadmaster 235” engine offers increased strength 
and stamina for heavier trucking operations. The 


all the facts about the new Chevrolet trucks for 
’54. ... Chevrolet Division of General Motors, 
Detroit 2, Michigan. 


all-new “Jobmaster 261” engine” brings you extra 
reserves of high-compression power for hauling 
big loads on schedule. 

In addition, you enjoy new and even greater 
operating economy. All three 1954 Chevrolet 
truck engines bring you the full benefit of thrifty 
high-compression power. 


Most trustworthy trucks on any job! | 


And there are many, many more new things 
you'll like about these great new Chevrolet trucks. 
New, roomier pickup and stake bodies let you 6 UCKS 
haul more... save you time and extra scipe. And ADVANCE-DESI N TR 


they’re set lower to the ground for easier loading 





THREE GREAT ENGINES—The new “Jobmaster 261” engine* for extra heavy hauling. The “Thrift- 
master 235” or “Loadmaster 235” for light-, medium- and heavy-duty hauling. NEW TRUCK 
HYDRA-MATIC TRANSMISSION*—offered on '-, 4- and 1-ton models. Heavy-Duty &(NCHRO-MESH 
TRE.NSMISSION —for fast, smooth shifting. DIAPHRAGM SPRING CLUTCH —improved-action engage- 
ment. HYPOID REAR AXLE—for longer life on all models. TORQUE-ACTION BRAKES—on all wheels 
on light- and medium-duty models. TWIN-ACTION REAR WHEEL BRAKES—on heavy-duty models. 
DUAL-SHOE PARKING BRAKE—greater holding ability on heavy-duty models. NEW RIDE CONTROL SEAT* eliminates back- 
rubbing. NEW, LARGER UNIT-DESIGNED PICKUP AND PLATFORM STAKE BODIES—give increased load space. COMFORTMASTER CAB 
—offers greater comfort, convenience and safety. PANORAMIC WINDSHIELD —for increased driver vision. WIDE-BASE WHEELS —for 
increased tire mileage. BALL-GEAR STEERING —easier, safer handling. ADVANCE-DESIGN STYLING —rugged, handsome appearance. 


*Optional at extra cost. Ride Control Seat is available on all cab models, “ Jobmaster 261" 
engine on 2-ton models; truck Hydra-Matic transmission on \-, Y4- and 1-ton models, 


CHEVROLET 
ADVANCE-DESIGN 
TRUCK FEATURES 











MORE CHEVROLET TRUCKS IN USE THAN ANY OTHER MAKE! 
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GARAGE 
(begins on page 36) 





GARAGE WALLS and roof sections 
are prefabbed on jig tables in the 
firm’s shops. Here a member of the 
prefab crew is applying siding. Door 
and window openings can also be in- 
stalled on the jig 


reports two cases where husband 
and wife teams built their own 
garages. 

One of the members of the firm’s 
prefab crew is always available to 
go out and help a homeowner who 
runs into trouble. The firm will 
recommend a reliable contractor 
in the event that a homeowner 
doesn’t want to do his own work. 

“We are receiving a number of 
inquiries now from people who 
want to use the building for pur- 
poses other than a garage,” says 


(continued on page 87) 
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FOLEY LUMBER Co 


Jacksonville, Florida 


PACKAGE GARAGE Oe = DCKAN- 
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PROJECTION DRAWING which shows component parts of 
the garage in relation to each other is a part of the step-by- 
step instructions in the do-it-yourself garage package. 





NEWPYY Toman, 
| Weldwoo | »S DO T YOURSELF. - oo 
PRESTO-SET GLUE [Presto sey eae 


SALES HELPS s 


Glue xe 


ell it even faster! GLUE ts _ Sug 


LG 


fe ed - 
= New display ties your store into i iog a) Ne / | 
Presto-Set’s national ad push! 2 | 


Get yours now! Cash in on ads in... 


@ SAT. EVE. POST 
@ COLLIER’S 

@ WOMAN'S DAY 
@ POP. MECHANICS 


a 
* peoest AD CAMPAIGN 
. ior auet wisToRY! 
— 


EASY Pr 
POP. SCIENCE MONTHLY tint oe ee 
SCIENCE & MECHANICS the jer. y | 
MECHANIX ILLUS. ANOTHER PRESTO.SET 
WIZARD 


SETS FAST! Ciuc 
HOME CRAFTSMAN a ess than 30 win, , 


HOME MAINTENANCE ome BT 


eg 
vows ue A ah ew \ 
Magic! Take one 


FREE! Mail postcard 191% 07. and3% oz. tubes; pint and 4 


quart jars. 
today for your free counter , 


, , AT i Weig. 
FOR INDUSTRIAL USERS: in 1, 5 and wr * N JAR a 
display. Size 13° x 14’’, 10 gallons, 30 and 50 gallon drums, 

(Write for details.) 


FREE! 


Owe 
. DC 
RE od 
Y-Ser 


*) FREE! = 


UNITED STATES PLYWOOD CORP. 55 w. 44s. * N.Y. 36,N.Y. © Dept. 51 ~ ( cocorrut 


DISPLAY 


May we give it when ad readers ask,"Who sells it?” PACK! 


We've turned over to registered Weldwood name and address. We'll start sending 


retailers thousands upon thousands of re- you ad replies from your 
plies from our national ads. You can be Write us now . . . get those customers 
a registered retailer . . . just send your coming to you! 


@ TRADEMARK 
7 


February 22, 1954, AMERICAN LUMBERMAN & 





GLASS CUTTERS 
Engineered to cut 


CLEAN 
ACCURATELY 


with less effort 


Twelve in a display —For use 


wherever 
tapping is 
advisable 


No. 024— Best 
for General Use 


A Product of 


Midst yt 


CLOSET 





AVAILABLE IN 4 SIZES 
TO FIT ANY SIZE CLOSET 


No, 10-18"— Extends 18” to 30” 
No. 10-30"— Extends 30” to 48” 
No. 10-48— Extends 48” to 78” 
No. 10-72’— Extends 72” to 108" 


RUST-PROOF 
THROUGHOUT 
—OUGHOUuT 


oF HEAVY 


E 
MADE NROLLED 


coLD 


INDIViDUA 


Ly 
CORRUGATED coment? IN 


ED CONTAINERS 


Quality designed and beau- 
tifully finished for lasting 
service in modern everyday 
living such as you find 
in all Rockwood products. 


" Soig one wall to the other... , 
b,, ring will come sate 
@ Rockwood Close! Rod! 


CTURING S. x 
PENNA. PHONE 2891 
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oe 
the Continental 


CONTEMPORARY 


combination storm and 
screen door 


Here’s one of the most interesting 
and architecturally-appealing 
combination storm and screen 
doors ever designed for the popu- 
lar-price field! The new Contin- 
ental Contemporary presents a 
delicately ‘‘fluted’’ lower panel 
which offers infinite possibilities 
for decorative color treatments. 
Storm inserts are available in 
three styles: One-light, flush type; 
three-light, flush type; and one- 
light with the popular new pro- 
truding “‘picture’”’ frame. Combin- 
ing beauty with value, the 
Contemporary will enrich the 
appearance of any home, old or 
new. Continental Contemporary 
doors are available in all standard 
stock sizes through retail lumber 
dealers. 


One-Light, 
Flush Type 


strength 


Product 
MANUFACTURED BY 


THE WABASH SCREEN DOOR COMPANY 
Minneapolis ° CHICAGO . Memphis 
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OUR LEGS 


QUALITY 
CONSTRUCTION 
PRICE 

DELIVERY 


BELSON GENUINE 
WROUGHT IRON LEGS 


NO VISIBLE 4 SCREWS PER LEG 
WELDING 

"5" 
co 
























[ 


ee 

RNER PLATE 
ALL SURFACES 
SHOT BLASTED 
FREE OF SCALE, 
FLUX, RUST, ETC. 


'_" DIAMETER 


18° SLANT 
cg OO 


SMOOTH, MATTE 
BLACK FINISH 


f 


PERFECT RADIUS 


( 


PRICES PER SET OF 4 


Including all necessary screws 


Bureeus, Coffee Cocktail TV, Lamp Dining 
Chests Tables Tables Tables Tables 


12" 22" 28" 


USES 






















SIZE ‘” 1" 












STYLE 


Hairpin $4.95 


3.95 


$5.95 
4.75 


$6.75 
5.75 


$7.95 $11.95 











Diagonal 










Prices are suggested retail, 
dealer discount 







subject to 4% 





60A 














d=) )) | 
























ROOM DIVIDERS 



























Stock No. Height Depth Suggested Retail 
RD 60 60" 12" $18.95 Pr 
RD 33 33" 2" 4.9% ea. 
RD 27 27" 12" 4.50 ea 
RD 60A 0" 2" 7.9% ea 
BOOKCASES 
ac 27 27" 10" 9.95 pr. 
6c 38 38" 10" 12.95 Pr. 





Prices subject to 40% dealer discount 


a 


Bc 27 
BC 38 
Send for complete catalog. 


BELSON»: < 


NORTH AURORA 4, ILLINOIS 
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New Colorado Yard Offers 
All-Weather Shopping Convenience 


Fred Harsch, an aggressive mer- 
chandiser, wanted to give his cus- 
tomers three definite things in his 
new Fort Collins, Colo., yard: 

1. All-weather shopping com- 
fort. 

2. New building materials which 
had scarcely been shown in the 
Rocky Mountain region. 

8. A store layout in which cus- 
tomers could browse. 

Most materials are stored under 
one roof, allowing homeowners to 
shop in maximum comfort during 
the long Colorado winters. One 
side of the store displays such 
items as roofing, insulation, mold- 
ings, wallboard, the six-bin ply- 
wood display and the door depart- 
ment. 

“Customers can have their en- 
tire order made up without being 
exposed to inclement weather,” 
pointed out Walter G. Albrecht, 
manager. The store in the 96’x200’ 
yard was set 35 feet back from the 
highway to provide parking. Mer- 
chandiser Harsch counted heavily 


February 





CONSULTATION 
TABLE in the 
home planning 
room was made 
from a Philippine 
mahogany door 
attached to orna- 
mental iron legs. 
Dick Goff, the 
yard’s own archi- 
tect, is going over 
plans with a home 
prospect. 


4 













GLASS FRONT, 
an unusual fea- 
ture of a retail 
lumber store in 
the Rocky Mount- 
ain area, was in- 
stalled to encour- 
age motorists to 
stop and shop. 


> 











on impulse appeal to stop traffic 
and arranged the interior for that 
purpose. 

The planning room is comfort- 
ably furnished. A wall map of the 
residential area aids builders in 
locating lots and planning utility 
services, 

The manager’s office utilizes 10 
different woods, each identified by 
white, cutout, silhouette letters. 
The large open office for contrac- 
tors and customers use can be 
converted into a private office by 
closing the folding mahogany 
doors. This exhibit has already 
sold similar doors for many new 
business buildings in central Col- 
orado. 

“We simply let the customer sell 
himself,” said Albrecht. “We fol- 
low up with a demonstration and 
personal selling when the item 
needs it or the customer signifies 
he is ready for one of our eight 
salesmen to help him.” 

Every item is priced and dis- 
played along self-service lines. 
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NOW is the time to 


TALK TERNE 


for these weathersealing jobs 


OLLANSBEE 
ERNE METAL 
that is! 





Termite Shields 














Continuous Chimney Flashings Valleys 

Alert sheet metal men will take advantage now of 
this year's big building market by “talking Terne”’ 
for weathersealing. 

Follansbee Seamless Terne Metal is the ideal 
weathersealing material for built-up, composition, 
wood, asphalt or asbestos shingle, slate or tile 
roofs. Tough, durable and malleable, Terne Metal 
should be used for copings, eaves troughs, flash- 
ings, gravel stops, gutters, valleys and termite 
shields. 


Properly installed and maintained, Terne Metal 
will last as long—or longer—-than any roofing 
material with which it is used. Terne can be in- 
stalled easily and quickly. Remember, expansion and 
contraction are never a serious problem with Foilanshee 
Terne Metal. 


Leading distributors are prepared to supply you 
with this high quality Terne Metal in 40 ib 20 Ib. 
and 8 lb. coatings, in various widths from 4 inches 
to 28 inches, in 50 foot continuous rolls. Be sure 
to specify Follansbee Terne Metal the next time 
you need “Valley Tin” or ‘Roofing Tin.” 


FOLLANSBEE STEEL CORPORATION 


GENERAL OFFICES, PITTSBURGH 30, PA. 
Cold Rolled Strip Seamless Terne Roll Roofing 
Polished Blue Sheets and Coils 


Sales Offices— Chicago, Cleveland, Detroit, a nar Konsas 
City, Los Angeles, Milwaukee, Nashville, New York, adelphia, 
Rochester, San Francisco, Seattie; Toronto and Montreal, Canada, 
Mills—Follansbee, W.Va. 
FOLLANSBEE METAL WAREHOUSES 


Pittsburgh, Pa. Rochester, N.Y. Fairtield, Conn. 
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Every New 


FIREPLACE 


means another prospect 


Smooth metal 
smoke dome 


Extra-wide 


down-draft shelf 
Damper extends 


full width of throat 
Warm air outlet 


Convenient 
Unobstructed 


damper control 
throat opening 


One-piece firebox 


All heating surfaces 


of \s steel Air intake 


Heating chamber 


at sides and back of fire Intake baffle 


... for the proved 


HEATILATOR 


Fireplace Unit! 


Every builder who buys fireplace materials from 


you is a ready-made prospect for the Heatilator Fire- 
place Unit. 


He’s a hot prospect, too ... because a Heatilator 
Fireplace goes up faster ... requires no separate 
damper, throat, dome or downdraft shelf. Saves fire- 
brick. Assures a perfectly operating, smokeless fire- 
place on every job without the need for a highly 
skilled fireplace builder. 

Think of all the fireplaces that are being built by 
your customers every week. And every one of <hem 
could mear the extra profit of a Heatilator Unit sale 


for you. So display the Heatilator Unit. Talk Heati- 
lator. Sell Heatilator. 


Write for folder with 
full details and specifications. 


HEATILATOR Inc. 
962 E. Brighton Ave., Syracuse 5, N. Y. 
ig RAR eS AL NR a TE: 
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FRED DILL, Carmel, N. Y. dealer, says he plans to use the 
panel system to sell owner-builder and contractor cus- 
tomers. 



















































-4e Bite a ee ; 


USE OF METAL TIE CORNER is discussed by Don O’Con- 
nell, assistant secretary, Illinois Lumber and Material 


Dealers Association, with Bob Johnson, manager, Griffing 
Lumber Co., Port Arthur, Tex. 


; Aaah | 


FEATURES OF PANEL HOUSE are pointed out by James 
T. Lendrum, director of Small Homes Council, University 
of Illinois, right, to three dealers at Northeastern conven- 
tion. Left to right, L. C. Andrew, Jr., L. C. Andrew Co., 
Windham, Me.; Richard K. Russell, Chapman Lumber Co., 
Syracuse, N. Y. and George V. Moore, G. V. Moore Lumber 
Co., Inc., Ayer, Mass. 
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TWO MAINE DEALERS examine truss connections. Rob- 
ert B. Beal, manager, H. Blaine Davis, Est., Machias, and 


Roland B. Webber, Ellsworth Building Supply Co. 


What Dealers Say 
About New Panel 
Construction System 


Last issue American Lumberman brought 
you complete details of the advanced home build- 
ing techniques just developed by the Small Homes 
Council of the University of Illinois in cooperation 
with the Lumber Dealers Research Council. Below 
are dealer comments on the system. Watch next 
issue for a column of dealer questions and answers 
on this construction system. 


PAUL DeVILLE, DeVille Lumber Co., Canton, Ohio. 


Wonderful aid for both the contractor and owner-builder. 
The system makes it especially easy for the man who is 
building his own home. Financially, building should be 
easier because we can show the bank the exact construc- 
tion details and resale value should be high. We expect to 
use half a dozen jigs in each of our two yards. One of my 
customers who was interested in a prefab decided he liked 
the advantages of the new panel house construction better 
after I had explained it to him. 


FRED L. DILL, Dain & Dill Co., Inc., Carmel, N. Y. 


We plan to use the panel system of construction to sell 
both homeowners and contractors. We intend to use the 
system to sell a complete packaged house. We will use both 
newspapers and direct mail advertising to promote it. I 
think dealers should make up these panels in their own 
yards, selling the customer both the materials and the 
service involved. This is a lumber dealer development and 
the dealer should capitalize on it in every way. 


ROLAND B. WEBBER, Ellsworth Building Supply Co., 
Elisworth, Me. 


We've got to lick the prefab before it gets into our terri- 
tory, not afterward, and the panel system looks like one 
way to do it. The owner-built idea is just catching on in 
our area and we plan to buy this new panel plan packag2 
(five house plans, jig details and promotional aids) and 
use it. We’ve been pre-cutting, particularly summer cot- 
tages, for some time and we'll pre-cut the interior studding 
and whatever else is necessary for these pre-assembled 
wall panel houses. 


ROBERT B. BEAL, manager, H. Blaine Davis, Est., 
Machias, Me. 


I like this wall panel system even better than pre-cutting. 
It furnishes the whole wall panel instead of the parts. We 
will use this system to beat competition before it comes. 
And this means not only prefab competition, but competi- 
tion from other dealers! 
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DON H. O'CONNELL, assistant secretary, Illinois Lumber 
and Material Dealers Association. : 

With the panel system, the dealer can build quality small 
homes using first-grade material which should offer effec- 
tive competition to the prefabbers. 

As part of their service approach, some dealers may 
want to provide jigs in their own shops and allow contrac- 
tors to build their panels there. This would certainly help 
contro! sales of materials for the houses his contractors 
build. Also, it seems to me that the simplicity of the panel- 
ization system may lend itself to the do-it-yourself trade 
for dealers who are so inclined. Actually, using the jig, a 
do-it-yourself customer could ‘build his home in his base- 
ment’ by building his panels in the winter and then fram- 
ing the house in the spring. 


BOB JOHNSON, manager, Griffing Lumber Co., Port 
Arthur, Tex. 

Actually the panelization system is another step in the 
direction of the waste of materials in order to save money 
on labor and overall costs. Panelization systems in the past 
have given trouble because, no matter how carefully they 
were built, they weren’t profitable to the builder. However, 
this system has automatic corrections on each corner, 1 
feel this panel system will be practical for us to use—bear- 
ing in mind that the homes must be designed to fit the 
panels, I expect to give the plan a try when I get back 
home. 


GENE JOHNSTON, treasurer, Jonhston Lumber Co., Rock 
Falls, Ill. 

I feel the panel system is a real contribution to home- 
building. The Small Homes Council has given us something 
that can be used immediately. I will bring the system to 
the attention of our contractors. My main objection to it is 
that the system is limited on window openings—standard 
picture windows cannot be used—and some customers may 


not like the idea of having a series of four-foot wide 
windows. 


R. E. KIENE, architectural consultant, Sweet Lumber Co., 
Kansas City, Mo. 

More and more lumber dealers and home builders are 
thinking in terms of panel system, and this contribution is 
a step along that highway. This is a good system, however, 
because builders want to do a minimum of materials han- 
dling, I feel the panels could be eight feet wide instead of 
only four feet wide. Nevertheless, I feel it is a good thing 
to have an organization like the Small Homes Council to 
help both dealers and builders standardize on their panel- 
ization ideas. 


E. R. WILLIAMS, in charge of panelization for the R. L. 
Sweet Lumber Co., Kansas City. 

We know that panel systems definitely have advantages 
because we are now engaged in building homes with our 
own system, We are now putting up a house a day. Almost 
regardless of the weather, if we can get a truck in to a 
building site, we can easily put up a home because all work 
is from the platform. 


CHESTER T. HUBBELL, C. T. Hubbell Corp., 
Albany, N. Y. 

The panel system should be a real help to the man who 
is building his own home. I think the window panels should 
go out on the job with the windows already installed. As 
for the trusses, I think they should go out non-assembled 
and be joined on the site. 





Breathes there a man with soul so dead 
who ne‘er unto himself haz said— 

“Give me a saw end a bit of wood 

and I'll do something really good. 

I'll fix up that cellar . . . that attic room . . . 


I'll clean the joint like a brand new broom.” 
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There's Real Profit Selling 


PLASTEX 
N\easure /\\arked 


... because more 
and more builders 
are installing it! 


Builders everywhere are 

taking to PLASTEX Measure Marked 

PIPE. It’s light, flexible, easy to install . 

saves time and labor on well piping, lead-in lines, 
underground distribution, drainage or conduit. 
PLASTEX Measure Marked PIPE gives homes an 
extra selling feature because it’s guaranteed against 
rust, rot, corrosion . carries more water than 
ordinary pipe. 


Start selling PLASTEX now — the pipe with the 
plus features! Exclusive, permanent brand measure- 
mark every 10 feet for easy, accurate measuring 
when making sales or on the job. Every foot of 
PLASTEX Measure Marked PIPE guaranteed for 


PURITY, PERFEC- 
TION and PERMA- PLastrex 
NENCE. Ask yur CC O MPAN Y 


jobber or write today. 406 Mt. Vernon Ave., Columbus 3, Ohio 


Convenient-New 
DISPENSEREEL 


Holds giant 600’ coil. . . 
makes stocking, display- 
ing and cutting quick 
and easy. Get this com- 
pact, attractive sales pro- 
moter from your jobber. 





PLASTEX — Nationally Advertised and Distributed 
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FORMULATED especially for repainting ex- 
terior surfaces where old paint is in good 
condition. Spreads easily, needs no thinning. 
Features excellent hiding power, beauty, 
durability. Order Acme Quality One Coat 
Outside White now from your jobber. 








(To obtain more data on advertised products see page 88) 


A paint home owners have long demanded! 
A sure-fire, velume-sales item for you 
because it lets your customers SAVE... 


> TIME (takes 2 the time of two coats) 


> WORK (just 2 the work of two coats) 


x> MONEY ('% the price of two coats) 


Tops in beauty, protection and quality, too. Order, 
stock and sell Acme One Coat Outside White House 
Paint. Available through your regular supplier in 
five-gallon cans, galluns and quarts. 


ACME -QUALITY PAINTS, INC. 


DETROIT 11, MICHIGAN 


Makers of Acme Quality Paints, Fashion-Right, Super Kem-Tone, Kem-Tone, Kem-Glo and Insecticides 
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The easy-to-use, one- 
coat oi! flat for beautiful, 
durable walls and trim! 


Makes everyone a decorator! 





Here’s the one paint that’s perfect for the man who likes 
to do it himself, as well as the painter! Contains ALK YD 
for better washability, durability and unusual beauty! 


Make Acme ALKYD FLAT your standard oil-flat recom- 

mendation to the “do-it-yourself’’ market and to the 

painter, as well. Easy for any amateur to use, it gives 
Easy to use decorator results to amateur and professional alike. 


One coat covers perfectly 
Rich, velvety, low-sheen 
For walls, ceilings and woodwork 
Completely washable, scrubbable 


For roller or brush S E R V | Cc E 


Perfect for the amateur Beautiful color-card color album. Shows 13 


13 basic colors; almost unlimited ready-to-use colors and the colors to use 


combinations with them, to make beautiful combinations 


to meet virtually any decorative scheme! 


ACME QUALITY PAINTS, INC., Detroit 11, Michigan 


Buitpinc Propucts MERCHANDISER (To obtain more data on advertised products see page 88) 





CLEAR SPAN ROOF TRUSS construction was illustrated by J. O. Curtis, depart- 
ment of agricultural engineering, University of Illinois. (See story for details.) 


Farm Building Improvements 
Dealers Can Sell 


Types and applications of roof trusses decribed for 
dealers at Illinois Farm Structures Short Course. Trends in 
1954 farm construction outlined by farm authority. 


This is the second in a series of ar- 
ticles based on last month’s three-day 
course on farm structures at the Uni- 
versity of Illinois. Forty-one lumber 
dealers attended these sessions. Fur- 
ther dealer opportunities in the farm 
market will be discussed in the March 
Sth issue. 


Most farm buildings are over- 
age in terms of both repair and 
usefulness. Today, it takes a dif- 
ferent kind of building to satisfy 
the farmer’s needs. Methods, ma- 
terials, costs and technical prog- 
ress have had a powerful influence 
on what the builder and dealer 
does to meet the farmer’s needs. 

These statements by Deane G. 
Carter of the University of Illinois 
college of agriculture challenged 
the class in “New Construction for 
the Farm” during the three-day 
course devoted to farm structures. 

Here are the 1954 trends in 
farm building construction as Car- 
ter cited them: 

More pole frames, one-story 
structures, metal covering, 
concrete floors, clear span 
trusses, building sheets. More 
prefabricated movable struc- 
tures. Increase in panels and 
factory-made units. Increased 
a selling. Opportunity 
or specialized contractors. 
Probably less lumber in pro- 
portion to other materials. 
More all-metal buildings. 
More skilled concrete masonry 
work, 
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“The farmer is not concerned 
with materials as much as he is 
with structurally sound buildings 
and a cheap cost,” declared J. O. 
Curtis, who conducted the session 
on roof trusses for the department 
of agricultural engineering. 


Trusses Evaluated 


“With the current emphasis on 
saving farm chore labor, there is 
an increased interest in supporting 
farm building roofs with trusses,” 
Curtis told his dealer audience. 
“The primary advantage of roof 
trusses is the elimination of posts 
or roof supports, important where 
large mechanical equipment will 
be maneuvered. Trusses can be 
used best in framing machine 
sheds, cattle sheds and loose-hous- 
ing dairy buildings. 

“Almost any truss is suitable for 
farm construction providing it is 
structurally sound,” said Curtis. 
“The most commonly used types 
commercially fabricated 
trusses of steel and wood and 
home-built wooden trusses; the 
latter are probably best if the 
farmer has cheap labor to use and 
is interested in cutting costs.” 

These trusses are of two general 
types; trussed rafters and heavy 
trusses. The first are spaced close 
together, two or four-foot spacing 
and each rafter is framed into a 
truss. Heavy trusses are spaced 
further apart, normally eight to 
16-foot spacing and the roof load 
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between trusses is carried by pur- 
lins. 

Trussed rafters may be scissors 
or fink type. The latter provides a 
level ceiling while the scissors 
type provides a higher ceiling at 
the center of the building than at 
the sidewall. Since the loads to be 
transferred at the joists between 
members are higher with the scis- 
sors type, it should not be used un- 
less there is an advantage to in- 
creased headroom in the center of 
the building. 

Trussed rafters are commonly 
used for buildings up to 32 feet 
wide (occasionally up to 36 feet). 
Heavy trusses can be used success- 
fully to frame the roofs of farm 
buildings up to 40 feet wide. 

Curtis suggested these four 
steps for dealers to follow in a 
construction job utilizing home- 
built trusses: 


1. Secure detailed plans. 


2. Secure lumber and joist ma- 
terials. 


3. Build the trusses at ground 
level, and 


4. Lift the assembled trusses 
into place. 


(Detailed plans should be se- 
cured before attempting to build 
roof trusses to guarantee safety 
and economical use of materials. 
Interested dealers may write 
American Lumberman, 139 N. 
Clark St., Chicago 2, Ill., for a 
source of truss plans.) 

“Lumber materials for trusses 
should be of relatively high qual- 
ity,” stressed Curtis. “Most of the 
1954 plans are based on the use of 
No. 1 common dimension Douglas 
fir, southern pine or other species 
of equivalent strength. 

“When building trusses. the best 
procedure to follow is to build the 
trusses at ground working level 
and then lift the assembled trusses 
into place,” continued Curtis. 
Trusses, weighing up to 250 
pounds, can be lifted into place 
with a four-man crew without any 
special equipment. A gin pole with 
a block and tackle attached to the 
top is the type of equipment most 
commonly used for heavier trusses. 
A tractor loader can also be used 
to aid in lifting heavy trusses into 
place, he said. 

Joints between members have 
long been recognized as the weak- 
est points in timber structures. 
With nails or bolts it is difficult to 
make the joint as strong as the 
pieces which are being joined, 
many times not practical or even 
possible to make a satisfactory 
joint with either nails or bolts, 
Curtis pointed out. In these cases, 
another type of timber connector, 
called a split ring, should be used 
(see the following article, in the 
March 8 issue, for more informa- 
tion on this point). 
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CLASS INSTRUCTOR (in white shirt) was a Charlottesville Lumber Co. employe. 


Home Workshop Classes Popular 


Ten weeks of classes, one night 
a week, for home workshop owners 
and anyone interested in do-it- 
yourself projects, was sponsored 
recently by the Charlottesville 


(Va.) Lumber Co. 

Some 20 students learned how to 
maintain and operate home work- 
shop tools and also how to fashion 
various items of furniture from 





ATTENTION 


Home Workshop 
Owners 


ond enyone interested in 


“Do it Yourself” 
Projects 


o Beginning Wed- 

nesday, September 

23, from 7:30 p.m. to 9 p.m., classes on 

maintenance and operation of home work- 

shop tools will be held at the Charlottes- 
ville Lumber Company, Avon Street. 


This will be the first of ten classes to be 
held each Wednesday evening thereafter. 


PHONE 2.5135 AND ENROLL TODAY! 


Charlottesville Lumber Co. 


310 AVON STREET 





DISPLAY AD was used to build at- 
tendance for weekly classes. 


coffee tables to corner cabinets. 

“We maintained an enrollment 
of around 20 students,” says presi- 
dent W. Albie Barksdale, “and the 
classes resulted in considerable in- 
terest and enthusiasm.” 


Cash in on our High Production 


3 Fast Selling Lines 
ADMIRAL 


—made from A-Select Birch 


COMMANDER 


—made from A-Birch 


CHIEF 


—made from Paint Grade Birch 


High volume production—capacity 10,000 doors a day 
—makes possible our rock bottom prices for SHORE- 
LINE DOORS. 


£ ena ° % 

ee OP ¢ 4 

rf ay. en 4, 
‘ba ie Wa Gages 


All Shoreline Doors have stiles rails and cores milled to 
micrometer readings with 24 pieces of 5" all wood 


ladders and beautifully finished Birch Faces. 


Wire or Write today for (ull information—Low Prices. - 


TRAVERSE SALES COMPANY 


Yu 


GRAND 


suttons Bay, Michigan 


Suttons Bay 61-71-92 
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FLUSH DOORS 


CILE 





URAC 185 
Resin Adhesive 


A gap-filling, craze-resist- 
ant glue reinforcement— 
bonds al! Shoreline doors. 
They're guaranteed to lay 
flat, not dip or wave. 











rminane 
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MR. AND MRS. HOMEOWNER install a bathtub alcove 
unit. This unit, factory-cut, includes panels, metal chan- 


nels, waterproofing cement and instruction sheet. 


‘ 


There’s Extra Dollars 
in New and 
Remodeled Baths 


Dealers find profitable market in 
materials required to modernize the powder 


room. 


MEDICINE CABINETS mirroring a row of lavatories are set up in an attrac- 
tive display at Central Hardware, St. Louls. They come in a range of sizes 


and shapes. 





ROLLS of wall 
tile get emphasis 
in Hill - Behan’s 
St. Louis shuw- 
room. This tile is 
inexpensive, eas- 
ily installed and 
improves  bath- 
room's appear- 
ance, 
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Today there are at least seven 
million homes already 50 years old 
or older. Another six million will 
reach that age in 1962. 

Because the upkeep of most of 
these old homes will prove too cost- 
ly for one family to afford, a high 
percentage of those renovated will 
be subdivided into one or more 
small apartments. Every large 
home converted into multiple units 
will require more than one bath- 
room. 

Besides the necessity for extra 
powder rooms in newly-occupied 
homes, there is a big market for 
remodeling bathrooms in older 
houses. 

Let’s take a look at a bathroom 
in one of these large, old houses. 
Everything about the room is old- 
fashioned—-the plumbing is in con- 
stant need of repair and should be 
replaced; the plaster walls are 
cracked and the floor is scarred; 
the water closet probably has a 
gravity flow flush box near the ceil- 
ing. 

The cumbersome bathtub stands 
on short, claw legs leaving just 
enough space for dust to collect. 
The towel racks are probably tarn- 
ished and the soap container may 
be a wire basket; the only light in 
the bathroom is one hanging from 
the center of the ceiling. The un- 
lighted medicine cabinet is incon- 
veniently placed. 

Many dealers sell plumbing fix- 
tures, turning over installation jobs 
to a mechanic with whom they have 
a working agreement. Many home- 
owners, especially in rural areas, 
do their own plumbing work. 

You can sell the homeowner 
many plumbing items that he can 
install himself. These include roll 
goods, scored hardboard in a tile- 
board design, plastic, metal or cer- 
amic tile. You can recommend use 
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Hechinger's 
has everything for 
Bathrooms 





For Extra Convenience 


: Wednesday : 
Special ‘Thursday, S49 


*-Piece Set Complete With Fittings 
PAY ONLY $5 MONTHLY 
e that extra half-beth th: 
0 tong 8 pre . yen yest bees 


TILE USED FOR ALCOVE SIDEWALLS and main floor, tie this room together. 


Note unusual use of wood paneling, 


of asphalt, rubber or plastic tile on 
the floors. 

Old toilet seats can be replaced 
with new ones of plastic, rubber or 
wood, available in a variety of col- 
ors. The fixtures can be replaced 
with attractive new towel racks, 
soap dishes and other accessories. 

A new electric ceiling fixture, 
either fluorescent or incandescent, 
will brighten the remodeled bath- 
room. A new side-lighted medicine 
cabinet, recessed in the wall, will 
be welcomed by the man of the 
house. 

Still another market for bath- 
room remodeling sales is in bring- 
ing inexpensive post-war homes up 
to standard. Many of these homes 
have only plaster walls; the own- 
ers are now in the market for tile 
wainscoting; new fixtures; new 
medicine cabinets and new tile for 
the floors to replace cheap mate- 
rials originally installed. 

To reach your market, first set 
up attractive displays of bathroom 
remodeling materials in your sales- 
room. Invite inquiries by: 

1. Advertising bathroom remod- 
eling materials jn local news- 
paper and on radio and per- 
haps on television. 

. Send letters to a carefully 
compiled direct mail list. 


(continued on page 87) 


POINT-OF-SALE DISPLAYS of toilet 
seats (right) in front of bathroom 
models at Rose Bros Co., Cincinnati, 
help homeowners choose by color, 
design and price. 
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Shower st 


tenia we 


EASY TO INSTALL 


Plastic Wall Tile 
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COMPLETE PLUMBING UNITS are dis- 
played at Waukesha (Wis.) Lumber Corp. 
The exhibit shows a variety of wall and 
floor tile. Sign price-marks each unit. 


Buy Now On Our 
Handy Budget Plan 


The World's Mout Unumnal Lumber Yords 
Hechinger @, 
COME-WRITE-Phone ATlantie 1400 
“BIS. AEM. “RD 2 BER, 


BATHROOM AND POWDER 
ROOM FIXTURES are fea- 
tured in ads by Hechinger’s, 
Washington, D. C. Hasy- 
payment plan is featured. 








New 3 in 1 Roof Deck 
Makes exposed beam 


- 


1. It's Roof Deck *~ 


ap 


*...savings of $89 to $344 per M...” 


Mr. Orvin E. Linville, Linville Brothers 

3374 Mt. Diablo Blvd., Lafayette, California 

“According to our own cost comparisons, we figure we can put on a 
built-up roof using the new IJnsulite Roof Deck at a saving of $89 to $344 
per thousand sq. ft. For example, compare the cost of 2” Insulite Roof 
Deck in place against 2” Redwood T&G, stained and finished, plus 14” 
roof insulation and you end up with a saving of $344 per M.” 


Roof deck, insulation and finished ceiling in one quick money-saving 
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saves ‘SO -'300 per home 
ceilings practical anywhere 






2. Insulation and... — 


meets F.H.A. requirements of Es) 


SS 


3. Finished Ceiling 


paint Vax r tair 








See “how to” pictures next page * 


INSULITE Division, Minnesota and Ontario Paper Company 
Minneapolis 2, Minnesota 


operation anywhere... LI SULT y 


Roof Deck: with exclusive vapor barrier 


Burtpinc Propucts MERCHANDISER (To obtain more data on advertised products see page 88) 





How to save builders *80 to 


$300 per home with NEW 
Insulite Roof Deck 








1, Cuts application time 45% or 
more. One material to handle and in- 
stall instead of several. New Insulite Roof 
Deck eliminates need for separate roof 
boards, insulation, lath and plaster and 
finishing ceiling. In roof sheathing time 
alone, Roof Deck can save 12 man-hours 
per thousand sq. ft. of surface compared 
with 2” x 6” D&M roof sheathing. 


4. Makes it easy to apply low-cost built-up roof. Standard 
mopping and laying of roofing felts plus imbedding of gravel in 
bitumen provides attractive, weatherproof roof at low cost. For 
wood, slate or asbestos shingles, simply install nailing strips directly 
over the deck. Lightweight, yet sturdy, Insulite Roof Deck easily 





Vapor 
barrier 
aat-yaabs) ar: bate 


i 4 + 
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Resilient rubber gasket seal 





2. Vapor barrier makes exposed 
beam ceilings practical anywhere. 
Another Insulite exclusive! It's a con- 
tinuous vapor barrier. Combines (1) a 
membrane laminated into each unit, 
plus (2) a rubber gasket that seals T&G 
joints. Protects against condensation in 
any climate. (Also available without vapor 
barrier for use in moderate climates.) 





3. Strong and rigid, yet high insu- 
lation value. Meets F.H.A. ‘'U’’ require- 
ment of 0.15. Inch for inch, Roof Deck 
provides more than twice the insulation 
value of wood alone. So strong that 2” 
Roof Deck, for example, easily spans 
beams 32” on center. Furthermore, 
Insulite Roof Deck helps absorb sound— 
makes homes quieter, more livable. 


5. Pre-finished ceiling reduces labor, material costs. The 
underside of Insulite Roof Deck is finished with a white flame 
resistant surface at the factory. Simply lay the roof deck over 
pre-finished beams and the ceiling is done. No need to plaster, 
paint, stain or wax. Insulite Roof Deck is available in 2’ x 8’ units, 








supports weight of workmen and equipment. 14", 2” and 3” thick with or without Insulite exclusive vapor barrier. 


Complete information now available. Actual on-the- 
job pictures and construction details show how to use 
new Ineulite Root Deck to build better for less. Cost 
omparison forms show how much builders save in time 


and labor. Write Insulite, Minneapolis 2, Minnesota 
Now! Build exposed beam ceilings 
in any climate... 


" Roof Deck with exclusive vapor barrier. 
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Your Financial Counselor 


By Fields and Fields 


(This new feature is planned to help deal- 
ers solve their management problems. Be- 
cause improved financial control is so im- 
portant much of the emphasis will be on new 
accounting methods, Fields and Fields, Chi- 
cago certified public accountants, are con- 
sultants for this department. Dealers are 
urged to send us questions for answering in 
this department.) 


The various credit agency re- 
ports from all over the country 
indicate an increase in the num- 
ber of credit losses during the past 
year. Our own observation among 
our many clients in the building 
business indicates a growing insta- 
bility as to credit risks. 

Those of you who are in the 
business of selling construction 
materials should take note and 
tighten your credit policies. After 
reviewing a number of financial 
statements of small contractors, 
with which many of you do a good 
part of your business, we are a 
little uncomfortable as to the so- 
lidity of their financial positions. 
Many small contractors are work- 
ing on low capital investments and 
encountering slow-ups in collec- 
tions which together call for more 
care in granting credit. We have 
been told by some lumber dealers 
that they are not worried, because 
they are protected by liens. Cer- 
tainly that type of protection is 
better than none but let us all rec- 
ognize that this is by no means 
100% security. What can the 
building supply dealer do to pro- 
tect himself? With regard to sales 


to contractors we urge the follow- 
ing: 


1. Request latest financial 
statements. They should be 
reviewed in the light of who 
prepared them. Were they 
prepared by the company or 
an independent accounting 
firm? In a future column we 
will point out the important 
items to note in reviewing 
financial statements of cred- 
itors. 
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Check customer’s rating in 
Dun and Bradstreet. 


Get information from your 
local credit association. 


Review your accounts receiv- 
able monthly and get after 
delinquent accounts. 


By all means send out 
monthly statements to all 
customers. 


What protection can a dealer 
have with regard to possible bad 
debts in reporting of such on his 
federal income tax return? We 
discussed the methods of treating 
bad debts for tax purposes in our 
column of the October 5th issue, 
wherein we urged lumber dealers 
to use the reserve for bad debt 
method rather than the write-off 
method in the treatment of bad 
debt losses. The reserve method is 
a better protection in assuring the 
taxpayer equitable treatment un- 
der the tax law. Accounts should 
be reviewed at the end of the year 
to assure themselves that the re- 
serve for bad debts is reasonable. 


. We are presently developing a 
lumber yard and in so doing will have 
to spend a sizeable sum of money on 
grading the land. Is such an expendi- 
ture depreciable for income tax pur- 
poses? 


A. The cost of land in itself is not 
recoverable through depreciation, how- 
ever, there have been a number of tax 
court cases wherein it was held that 
the cost of improvements to land (even 
though not represented by physical 
structures) is depreciab]-. 

For example, the court held in one 
care that the cost of filling in and 
grading of swamp land on which a new 
lumber yard was developed was de- 
ry In other cases, it has been 

eld that the cost of sidewalks, gutters 

and drains were also depreciable. Of 
course, once the improvements have 
been made the upkeep and repairs of 
such improvements are items of ex- 
pense that are deductible in the year 
in which the expenditure is made. 





A SURE SELLER! 
New, Improved 10-N 


=~ od) 


it will pay you to feature this highly useful, 
versatile tool in your Spring garden showing 
Every home gardener is o prospect. 


10-inch, revolving reel with saw-tooth carbon 
steel blades. Double-edge weeding knife, ad- 
justable for depth. 5-prong detachable cviti- 
vator. Shovel attachment. Lown mower 
handle, adjustable for height. Attractively 
finished. 
OTHER POPULAR NORCROSS PRODUCTS 
* Cultivotors (1, 3, 4, 5 prong) « Weeders 
¢ Asparagus Knife * Stainless Steel Forks 


C. S$. NORCROSS & SONS CO. 
Bushnell, Illinois 


Ask your Independent 
Jobber 


Quality Garden Tools 
Since 1891 


(To obtain more data on advertised products see page 88) 





YOUR PROFIT-MAKING FORUM 


Double success... 


Here's a smart way to double your chances of sell- 
ing married couples on really big jobs. First, don’t 
concentrate most of your selling effort on one part- 
ner of the Mr. and Mrs. team — and don’t keep trying 
to land two birds with the same stone. Remember, 
men’s minds are totally different from women’s — 
and what sells Mr. Homemaker often scores zero 
with his mate, or vice versa, 

The best way to create a strong preference for 
your yard and your products is to plan a two-way 
campaign ——one that divides your selling efforts 
equally between man and wife. And most important, 
one that is based on the individual differences between 
husband and wife, and carefully slanted to appeal to 
the strongest self-interest of both partners. 

For example, supposing you want to sell them on 
attic remodeling. When a woman really goes all-out 
for something, she usually gets it. So start your two- 
way campaign by sending out a special letter aimed 
directly at all the wives on your best prospect list. 

Readership tests show that women are most re- 
sponsive to advertising and editorial matter that 
helps them visualize new possibilities for their homes 

are fascinated by appeals based on color such as, 
“Wonderful color-matching service — any shade or 
color scheme you want!” 

Careful studies also show that women are deeply 
moved by copy which promises, or strongly implies, 
benefits to their husbands and children — are par- 
ticularly interested in personalized services of all 
kinds —- and most loyal to stores where staff members 
are warm and friendly. The more you use appeals of 
this kind in your letter to the girls, the more femi- 
nine support you will rally. ie 


. .. best masculine appeals 


At the same time, send out a special letter aimed 
directly toward all the husbands on your best prospect 
list. A bang-up letter, loaded with the kinds of facts 
and figures men want, Exactly how little the average 


job costs per month — what those small payments 
include. For example, many people don’t realize your 
monthly terms include planning service and labor as 
well as all materials for the job. 

Others have no idea your service includes free esti- 
mates, expert inspections . .. also saves them the 
trouble of finding trustworthy contractors and work- 
men of all kinds. Point out, too, that you can often 
save your customers hundreds of dollars in mistakes, 
by making all arrangements for the work or refer- 
ring them to reputable carpenters, plumbers, elec- 
tricians —- any kind of help they need. 

Another strong point to enlarge upon, is your spe- 
cial service to men who want to do all or part of the 
work themselves. For instance, emphasize the fact that 
you can put them in contact with contractors who are 
cooperative and good on jobs of this kiad. Also under- 
score the fact that you offer complete step-by-step 
directions to families who plan to do the whole job 
themselves—can give them expert information quick- 
ly if they run into any snags. 

By using this two-way approach to husbands and 
wives, you'll have both of them rooting for you. Be 
able to sell both of them on acting faster. 


Ry Norm Advertising, Inc. 
New York, N. ¥ 
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... more $$$, less work 

Never underestimate the value of an old sales- 
maker just because it is old! Here’s one that can do an 
excellent job of cutting costs and boosting profits, if 
you are willing to give it a fair trial again. Start now 
figuring out how you can develop more repeat sales 
and new leads from satisfied customers. Here are 
several of the best ways you can use this minimum- 
cost sales tool. 

Build customer loyalty and increase your chances 
for repeat sales by expressing genuine interest in 
whether your customers are really satisfied or not. 
Most shoppers feel no strong loyalty to stores they 
buy from today, because neither the stores nor their 
personnel seem to give a whoop-and-a-holler whether 
the customer is satisfied or not. 

Remember, too, that this indifference makes it much 
harder for customers to recommend your store to 
others, even though they may like your products! 
When people know you are anxious to please them, 
and value repeat customers, they will often bend over 
backwards to recommend you. 

In your newspaper ads, personal calls, sales letters, 
telephone calls and deliveries — in every contact your 
staff has with the public — make it clear that custo- 
mer satisfaction is the primary concern of both your 
staff members and your store. 


. . easy does it 


Another excellent way to increase repeat business 
is simply to ask for it. Surprisingly few retail dealers 
do this, yet old customers are constantly in need of 
housewares and repairs. For instance, one typical 
family recently reported that in the last few years 
they have bought a dozen lamps and small pieces of 
household equipment from ten different stores—main- 
ly for two reasons. 

Because of poor service, and because not one of 
these dealers asked them to make another purchase! 
Yet here was a wonderful opportunity to make many 
repeat sales. 

Another important way to build customer loyalty 
and repeat sales is to establish the finest contacts you 
can among applicacors and craftsmen of all kinds, and 
to keep your professional contacts in the best possible 
working order. 

But remember, the finest contacts are of no value 
unless your customers know you can refer them to 
A-1 contractors, repair men and plumbers. Start now, 
publicizing this fact constantly in your regular news- 
paper advertising, sales letters and personal conver- 
sations with prospects. Also place some big eye- 
catching posters announcing this service in your paint 
department, your roofing department and your dis- 
play windows. 
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BREAKFAST MANAGEMENT MEETINGS considered critical dealer operating problems. Separate sessions were held for 


city dealers and small-town dealers. Duncan 8S. Briggs, treasurer, Briggs Lumber Co., Inc., Oneonta, N. Y., is seen moder 
ating the panel considering the problems of small dealers. 


wtmong the Dealers 


Northeastern Convention Picture Story 


Forty industry and national leaders analyze dealer’s 
operating problems at 60th annual convention in New York. 


DEYO W. JOHNSON, Wm. H. Deyo & 

Co., Inec., Ellenville, N. Y., newly- 

elected Northeastern president. Other 

officers are Arthur Clifford, A. W. Bur- 

ritt Co., Bridgeport, Conn., first vice 

president; Jay LeFevre, A. P. LeFevre 

& Son, New Paltz, N. Y., second vice 

president; Joseph E. Hollingworth, 

Pratt & Forrest Co., Lowell, Mass., 

third vice president; Duncan S. Briggs, LATEST OFFICE MACHINES and 

Briggs Lumber Co., Oneonta, N. Y.. bookkeeping equipment was exhibited 

fourth vice president, for the first time in convention history. 
This low-cost bookkeeping machine is 
being demonstrated for Donald M. 
Johnson, Anthony T. Melita and Ralph 
Johnson, all of Hutton-Johnson Co., 
Inc. Nanuet, N. Y. 


TOP OSCAR AWARD for outstanding building mate- 
rials exhibit went to Wilson & Greene Lumber Co., 
: Inc., Syracuse, N. Y. Arthur A. Hood, editor, American 

ACTIVE WOMEN’S PROGRAM included busy schedule of si mi . Sa ae 
sightseeing, plays and fashion shows. Ladies are boarding Lumberman, left, made the award to J. 8. Caldwell, Jr 
a special coach for one of their trips. (continued on page 57) 
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PACKAGED TRIM 


No pieces to gather-——no cutting! Just pick up the 
package and hand it to your customer. It contains every 
piece needed for a complete window or door opening. You 
waste no time selling one package or a hundred... and 
there are no comebacks for forgotten pieces! No damaged 
returns, either. The tough Kraft paper wrapping keeps trim 
clean, protects it against mars. Each package plainly 
marked. You make no mistake when you stock John Day 
Packaged Pine Trim! 


Straight, Clear Ponderosa Pine! 


@ CUT HANDLING COSTS Only top quality, kiln-dried Ponderosa Pine is used in the 
manufacture of John Day Packaged Trim. No pitch pockets 
or knots—smoothly sanded for fast, easy, economical ap- 
@ KEEP SATISFIED CUSTOMERS plication of finish, 

— There is a big market for you among home owners 
who are remodeling or replacing the trim on old windows 
and doors. You serve them quickly with a conveniently 
packaged product—ric. yourself of trouble and stock wor- 
ries. Your customers are happier, too. They appreciate the 

HARDBOARD ease and convenience of buying trim by the package. 
races > ae bee pox ges Write today for the name of your nearest distributor! 


modeling easy. Smooth, hard, dur- 

able — it works like wood... but oO L io c¢ 

better. Write for full details today! regon uN er ompany 
OREGON LUMBER CO. 


HARDBOARD DIVISION, DEE, OREGON BAKER, OREGON 


*T.M, Oregon Lumber Co 


@® BANISH INVENTORY PROBLEMS 





PONDEROSA PINE PRODUCERS AND MANUFACTURERS. SINCE 1889 
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Discussions to Feature 
April Texas Convention 


The Lumbermen’s Association of 
Texas has always specialized in 
“big name” speakers at its annual 
conventions but, with the excep- 
tion of Arthur S. Goldman’s talk on 
open-end mortgages, the 1954 an- 
nual will be confined entirely to 
dealer discussion groups. Goldman 
is with House and Home magazine. 

The theme for the meeting April 
11-13 in Forth Worth will be Mer- 
chandising, announces Gene Eber- 
sole, executive viee-president, as 
the Texans gather in the Will 
Rogers Coliseum, at which shuttle 
buses will pick up and deliver the 
delegates. The theme is the result 
of polling the association’s 60 di- 
rectors representing dealers in 
every section of Texas. The survey 
revealed the most desired topics of 
discussion to be: 

Open-end mortgages and how to 
make them work in Texas, manage- 
ment problems, yard efficiency and 
controls, employe relations, sales- 
manship, and meeting competition. 
These topics will be handled by 
panels of dealers and outside ex- 
perts. 

The Texas hotel, Fort Worth, 
will be the site for the president’s 
banquet and dance, which will be 
preceded by a social hour hosted 
by the Lumber Manufacturers of 
Texas. Hoo-Hoo activities will oc- 
cupy one entire afternoon of the 
convention. There will be a special 
luncheon for the ladies. Ebersole 
said practically all exhibit space is 
already sold and leading hotels and 
motels already booked to capacity. 


The convention will be the 68th an- 
nual one. 


Rieck & Fleece Sold 


Controlling interest in the Rieck 
and Fleece Lumber Co., St. Peters- 
burg, Fla., was bought late last 
month by A. C. “Tiny” Newman 
and R. W. Evans. The sale price 
was reported between $250,000 and 
$300,000. Evans will be president 
and Newman vice-president and 
general manager. A. Mack Wing is 
chairman of the board and Miss 
Rae Meyers will continue as sec- 
retary-treasurer. 

The yard was purchased from 
the Robert W. Lyons estate. The 
late Mr. Lyons purchased the com- 
pany in 1945. Newman, a local 
sportsman, said no _ personnel 
changes were contemplated but a 
fence and shrubbery surrounding 
the property would be removed and 
a lumber drive-in facility estab- 
lished. 


(continued on page 58) 
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FOR THE BEST SALES 


SELL 


THE BEST... 


KEYSTONE 


INSECT WIRE SCREENING 


FINEST MATERIALS and manufacturing perfection! 

Maximum strength and longest life! The Keystone line of 

Insect Wire Screening enables you to give today’s biggest 

value for every screening dollar... and the best buy is 
always your best bet for sales and profits. 

Keystone Insect Wire Screening comes in aluminum, 

bronze and galvanized steel, and 

in all standard widths, It 

meets U.S. Department 

of Commerce Commer- 

cial Standard 138-49, 

Write for catalog giving 

full information and 

start cashing in on this 


proven sales leader. 
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NEW PRESIDENT of the Southwest- 
ern Lumbermen’s Association for 1954 
is Sam Arnold, Kirksville, Mo., left, 
here being congratulated by the retir- 
ing 1953 president, Fred Stephenson, 
Chickasha, Okla. 


VISITING THE EXHIBITS, which hit a record number and drew record attend- 
ance at the Southwestern convention January 27-29, was this dealer group: Ernest 
E. Woods, left, Independence, Kans., and Harry Woods, right, Parsons, Kans., co- 
owners of the O. E. Woods Lumber Co. yards with another brother, Ray; Floyd 
Baxter, second from left, Baxter Lumber & Mercantile Co., Pittsburg, Kans., and 
Harvey Goodjohn, second from right, Goodjohn Sash & Door Co., Leavenworth, 
Kans. Ernest E. Woods is the only member who has been both president and 
secretary-manager of the Southwestern Lumbermen’s Association. 


Dealers Urged to Keep Up on New Products 


“T recently saw 3,978 different items successfully handled by one lum- 
beryard in a town of 5,000. You can learn about new building material 
products through your lumber trade journals; take one or two—or all of 


them 
instead of watching TV 


rue 


This was the parting message of Fred S. 


Browne Lumber Co., Chickasha, 
Okla., as he addressed the conven- 
tion of the Southwestern Lumber- 
men’s Association, Kansas City, 
January 27-29, before turning over 
the presidency for 1954 to Sam 
Arnold, Arnold Lumber Co., Kirks- 
ville, Mo. 

In an earlier speech, president 
Stephenson had told the dealers to 
work more closely with the job- 
bers. “They will share their new 
products knowledge with you, 
their good merchandising ideas 
and even give you some good ad- 
vice on how to collect.” 

Other highlights of Stephen- 
son’s annual message were: 

“Don’t hide any splendid expe- 
rience you’ve had in your business 
from other people. If you share it 
with your competition, you'll pick 
up more valuable information than 
you disclose to him” “Let 
friendly help to customers be your 
yardstick of success in 1954”... 
“Follow a definite program this 
year—let customers know what 
you have to offer”... “One suc- 
cessful yard I know has a greeter 
at the door to direct customers to 
the department they seek—make 
the most of every inquiry this 
year”... “Analyze your own ef- 
forts. I have to make a $3 sale to 
buy one good friend a cup of cof- 
fee at 10c, the profit margin is so 
small,” 


Registration was well beyond 
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but take them home and read them thoroughly in the evenings 


Stephenson, Stephenson- 


ANNUAL LUMBER DEALER of the 
Year contest first prize went to Deal 
Lumber Co., McPherson, Kans., whose 
“boss,” Joe W. Deal, center, was 
termed “the beloved dean of Kansas 
lumbermen” by Bob Sweet, R. L. 
Sweet Lumber Co., Kansas City, left, 
who presented the awards. Carl M. Ed- 
wards, right, manages the yard. 


3,000 at the 66th annual conven- 
tion of Missouri, Kansas, Arkan- 
sas and Oklahoma lum»ermen who 
comprise the Southwestern. 

“Are you dealers alert to the 
changes that are taking place in 
the industry?” asked W. E. Dif- 
ford, managing director, Douglas 
Fir Plywood Association, who was 
the first speaker at the convention. 
He told of the tremendous national 
consumer response to the DFPA’s 
1,600 - newspaper campaign last 
fall; of the way a Milwaukee lum- 
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beryard had to call out the police 
to handle customers following a 
TV promotion last Christmas; of 
selling $1,696 worth of plans at 
eight for 50c at a recent New York 
home show and 17,000 plans in one 
week at a Los Angeles show. 

“If you’ve got ulcers, do it your- 
self,” Difford said to explain why 
many homeowners seek relief from 
everyday tensions in home work- 
shops. “Wood is the first thing the 
do-it-yourself customer buys. 

“We've got to think—and sell— 
in terms of repair and remodeling 
this year. We must use suggestion 
in creative selling. When a cus- 
tomer comes in for plywood, what’s 
more natural than to ask him what 
he’s going to do with it; then 
what’s more natural than to sug- 
gest some allied products you can 
sell him?” Difford asked. 


Other Speakers 


The plywood director’s talk was 
called “The 1954 Sales Challenge 
(Do It Yourself).” Other speakers 
on the program included Zenn 
Kaufmann, author and merchan- 
dising consultant, New York City, 
who said, “For 5,000 years, we did- 
it-ourselves; now we’re returning 
to that trend.” He cited Al Carr, 
Ponca City, Okla., dealer and A. T. 
Seaver III, Badger Lumber Co., 
Kansas City, for “trademarks that 
sell” with their “House Doctor” 
and “Billy Badger” enterprise, re- 
spectively. He also cited the DFPA 
campaign in which 6,000,000 ply- 
wood patterns were given away 
with boxes of Grape-Nuts Flakes, 


(continued on page 60) 
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NEW DISPLAYER AND CUTTING RACK 
HELPS BUILD SALES OF... 


Pennvernon Window Class 


HEN you set up this new Pennvernon dis- 

player with an upright cutter in your re- 
tail show room, you're all set to benefit two 
ways! First, it’s a great saver: It saves the time 
and steps you ordinarily need to go to the back 
room or the basement to cut window glass to 
a customer’s measurements as well as saving 
plenty of space in your store room. Second, it 
brings your Pennvernon Window Glass right 
out in the store where the customer can’t help 
seeing it and being reminded that he needs a 
new pane of window glass to fix that broken 
window in his home. 

Measuring just 4 feet across, the case is pre- 
cision-designed with compartments which hold 
23 sizes of glass in full box quantities. A me- 
chanical glass cutter is mounted on the ledge to 
automatically measure and square glass for 
cutting. You just select a light of glass from 
the basic stock in the displayer and, while the 
customer watches, cut it to the exact size he 
needs. Discarded glass drops down through 
the slot into the large drawer beneath. 

An extra feature of this new displayer and 
cutting rack is the large supply of compart- 
ments for the display of related items like 
putty, paint, glazier’s points and putty knives. 
Good for many impulse sales. 

For more information on this displayer and 
cutting rack write to the nearest branch of the 
Pittsburgh Plate Glass Company, or on the 
Pacific Coast to the W. P. Fuller Company or, 
fill out and mail the convenient coupon. 











Pittsburgh Plate Glass Company 
Room 4172, 632 Fort Duquesne Bivd. 
Pittsburgh 22, Pa. 

Please send me: 


[] Complete informetion ["] Construction details 


on the new Pittsburgh Glass Displayer. There is 
no obligation, of course. 


Address .... 


ee 


Fennvernon 


PAINTS - GLASS - CHEMICALS + BRUSHES + PLASTICS + FIBER GLASS 


Sec tmewnroem PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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OAK FLOORING COMPANY 





OZARK 


OAK FLOORING 


UNUSUALLY STRONG 
from Missouri 
Oak stock 


made 


altitude-grown 


LAYS FASTER and EASIER — 


takes minimum sanding and 


finishing 


HAS LASTING BEAUTY—Praised 
by homeowners and floor lay. 
er : 


For flooring that’s certain te 
please, check Ozark Brandi It's 
preperly seasoned .. . acev- 
milled . precisely 
graded to NOFMA standards. It 


has won the emphatic approval 


rately 


of floor layers for its strength 
and easy laying qualities, and 
its beauty and long-run econ- 


omy have proven sales appeal. 


There’s no better buy than 
Ozark Brand! Let us have your 


orders and inquiries. 


“TINE MOORING 


Bundled for easy handling 
and safe, clean arrival. 


RISMARCK 
MISSOURI 


(To obtain more data on advertised products see page 88) 
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in his talk, “Showmanship in Busi- 
ness.” 

Kaufman said the personal sat- 
isfaction it gives inspired the do- 
it-yourself trend and told how 116 
people braved the worst storm in 
Boston’s history to attend a wall- 
paper demonstration. 

Other speakers were Gerry F. 
Hoppe, sales promotion manager, 
Insulite Division, M & O Paper Co., 
Minneapolis; Lucile La Chapelle, 
Itasca, Ill., and Cayce Moore, 
Hearne, Tex.—all with semi-hum- 
orous talks; and Charles M. Han- 
na, executive secretary, Home 
Owners Foundation, Chicago, and 
Congressman Douglas R. String- 
fellow (R., Utah), both of whom 
closed the convention with rous- 
ing speeches against communism. 
They received many congratula- 
tions from the dealers. 

A series of four dealer discus- 
sion groups were held in one three- 
hour session. Everett B. Wilson 
conducted the one on the NRLDA 
merchandising calendar; Dorr 
Carroll, R. L. Sweet Lumber Co., 
Kansas City, handled “The Mort- 
gage Market”; Alva U. Carr, Al 
Carr Lumber Co., Ponca City, 
Okla., led the class on “Package 
Selling,” and Jack Parshall, Build- 
ing Supply News, the class on “The 
Do-It-Yourself Market.” 

The “Package Selling” discus- 
sion proved one of the most popu- 
lar, with overflow attendance at 
one of its one-hour sessions. “Your 
best market for years to come is 
going to be home maintenance and 
remodeling,” Carr told his fellow 
dealers. 

Entertainment events at the con- 
vention included the Hoo-Hoo con- 
catenation, at which visiting mem- 
bers were Winfield B. Oldham, 
Dallas, Supreme Hoo-Hoo; John 
Armstrong, San Angelo, and Al- 
bert D. Lamb, Amarillo. There 


AMERICAN METHODS were shown 
to a group of 15 Danish hardware- 
men who visited the Merner Lum- 
ber & Hardware Co., Palo Alto, 
Calif., recently. In the photo, Barl 
Pennington, left. (who has since 
joined the DFPA), explains house- 
plan-ordering procedure to one of 
the Scandinavian visitors. 





were 27 kittens initiated. The Phil 
Spitalny All-Girl Orchestra gave a 
two-hour concert on the last eve- 
ning, at which the Southwestern’s 
first “Lumber Dealer of the Year” 
awards were presented. 


Lumber Dealers of the Year 
The winners were: 1. Carl M. 
Edwards, Deal Lumber Co., Mc- 
Pherson, Kans., $135 in prizes; 
2. Alex D. Torok, Long-Bell Lum- 
ber Co., Cushing, Okla., $70; 
3. Uriel C. Recob, Higginsville 
(Mo.) Lumber Co., $45; and the 
Honorable Mention winners: By- 
ron Sjoberg, D. J. Fair Lumber 
Co., Nickerson, Kans., $10, and 
Mrs. Jessie Gilstrap, Gilstrap Lum- 
ber Co., Bentonville, Ark., $5. 
The 1954 officers of the South- 
western in addition to new presi- 
dent Arnold, who were elected are 
C. M. McAllister, McAllister-Fitz- 
gerald Lumber Co., Garden City, 
Kans., first vice-president; Jack R. 
Grobmyer, J. R. Grobmyer Lumber 
Co., Little Rock, second vice-presi- 
dent, and J. W. Dutton, J. W. Dut- 
ton Lumber Co., Ponca City, Okla., 
third vice-president. 
(continued on page 62) 





HOO-HOO’S SNARK OF THE UNIVERSE, John B. Egan, St. Paul, was guest of 
honor recently at a dinner of 150 west coast lumbermen in San Francisco hosted 
by Robert Bonner, president of the San Francisco chapter; Alfred Bell, former 
member of the Supreme Nine; Bovard Shibley, Snark of the northern California 
jurisdiction, and Bill McCubbin, vice-president of the Oakland chapter. More than 
100 members made the trip from as far north as Tacoma and as far south as 


San Diego 
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Bur_ptnc Propucts MERCHANDISER 


“po IT 
YOURSELF” 


Sta-Dri masonry paints are easy 
to apply, quick to mix and com- 
pletely dependable. This is the 
kind of product that makes big 
profit dollars for you in the “do- 
it-yourself’ market. Complete di- 
rections and descriptive color cards 
showing decorative possibilities 
are supplied wih Sta-Dri masonry 
paints. Sta-Dri stops water pene- 
tration as it decorates masonry. 
Clear-Coat transparent water re- 
pellent, Water-Stop hydraulic ce- 
ment, Link plaster bond and Sta- 
Dri brushes complete the line. 


American Sta-Dri Co. 
Brentwood, Md. 





PADGETT-SMITH FLOORING CO. 


Manufacturers 


MOUNTAIN VIEW. MISSOURI 





EVERY HOME CRAFTSMAN NEEDS ONE! 


You'll Cash In with this 
Sensationally Low-Priced 


*- BURGESS 
pot 


BELT 
cl SANDER 


For Quick Sales" with built-in motor! 


and Profits! 7! Quality Featurés Compare with Senders 
Pn ee Selling for Twice the Price! 
® Portable! Use It Anywhere! 
Sturdily Built of Rugged Cast Alumi- 
num—For Extra Strength Without Extra 
Weight! 
Powerful, Built-in Motor with Self- 
Lubricating Bearings! 
Uses Fine, Medium or Coarse Belts. 
Change Belts in Less Than 10 Seconds! 
Built-In Blower Keeps Motor Cool Auto- 
Hee wnt ns matically! 
@ Works on Regular 110 Voit A.C. Fully 
SELLS ON SIGHT! Guoranteed by BURGESS! 
Here’s the quality electric sander every h , craft and 
hobbyist wants and can afford! Sands furniture, floors, woodwork, 
doors—10 times faster than hand sanding! Removes paint and varnish 
too. Sands right up to walls, into corners. Complete with 1 coarse and 
1 medium belt. Priced for fast action. Order your supply today! 
Order from your jobber today. If he is out of stock, 
send order and jobber’s name to 


BovrgessWibrocrafiers | 
GRAYSLAKE, ILLINOIS 








McCloud Lumber Co. 


Executive Office 
900 First National-Soo Line Building 
MINNEAPOLIS 2, MINNESOTA 
Selling the Products of 
The McCloud River Lumber Co, 
McCloud, Calif. 


Jy 
G Ua 4 ¥y 
/ 
WESTERN 
SOFTWOODS 


(To obtain more data on advertised products see page 88) 








DEALERS 
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Fire Damage $100,000 

Fire caused an estimated $100,- 
0000 damage at the Achlin Lum- 
ber Co., Waynesburg, Penna., re- 
cently. A four-hour blaze de- 
stroyed two big lumber sheds filled 
with finished lumber and building 
materials. The fire started in a 
paint shop. 


Form Frontier Group 


A new association, the Niagara 
Frontier Lumberwomen, has been 
formed by the women engaged in 
the lumber industry in the Buf- 
falo, N.Y., area. 


The 
LUMBERMAN’S 
LOG 


L. A. Moore of the Moore Lumber 
Co., Mason City, Iowa, has sold his 
stock to the J. F. Anderson Lumber 
Co., after operating his yard since 
1914 and will retire. He has been 
a retail lumberman in Mason City 
and Waterloo nearly 50 years. He 
was a Massachusetts native who 
went to Mason City from Waterloo 
when he purchased the James A. 


Smith Lumber Co. and had been in 
business since 1905 on graduation 
from Harvard . . . Six lumber dealers 
of Beckley, W. Va., presented a col- 
lection of do-it-yourself books to the 
Raleigh county public library to stim- 
ulate repair and improvement, They 
were the Means Lumber Co., Byus- 
Mankin Lumber Co., Hill-Rohrer 
Lumber Co., Meadows Lumber Co., 
Beckley Lumber & Supply Co., and 
Quality Lumber and Supply Co. 


The Hubinger Lumber Co., Frank- 
enmuth, Mich., sends all its custo- 
mers, contractors, suppliers and 
friends a printed Christmas greeting 
the size of this page and the com- 
ments are always very favorable. 
This season's greeting was considered 
one of the best pieces of “advertis- 
ing” they’ve put out yet, despite the 
fact no products were mentioned, 
said manager Frank Rittmueller. In 
“characteristic” poses, the greeting 
shows caricature drawings with su- 
perimposed photos of their own faces 
of Frank and Gilbert Rittmueller, 
vice-president Fred List and Archie 
Morley ...A week after its disas- 
trous fire, the Capital Lumber Co., 
Milwaukee, was back in business ‘on 
the contractor level.” It was supply- 
ing contractor customers with lum- 
ber obtained from its direct compet- 
itors. ““The only way I can explain 
this happening,” said purchasing 
agent Jerry Callner, “is to say it’s a 
Milwaukee attitude . . . whatever it 
is, it’s something remarkable.” Call- 
ner said that practically every other 
lumberyard in the city—all competi- 
tors had offered to let Capitol 


“SILENT 
SALESMAN” 


SELLS MORE 
HARDWARE 


-+» FASTER! 


Yours FREE 


of extra cost 
with No. 1001 
assortment 
chrome and 
brass utilities 


Hall-Wessel 


SHELF - HARDWARE SPECIALTIES 


Because “when they eye, they buy,” y 
by prominently displaying this H-W “catalo 
buying at a time your customers are in the 
and brass finish, are daily needed conveniences . 


ou substantially increase your profits 

board.” It promotes impulse 
uying-mood. Shown, in chrome 
. » priced to stimulate sales, 


“come and work out of our yard.” 
Furniture companies offered office 
equipment; contractors walked into 
the temporary office next to the 
burned-out yard and offered financial 
aid, said Julius Callner, president of 
the firm, Incidentally, while the 
blaze was consuming the store, “every 
item was damaged by fire, smoke or 
water except the most delicate item 
in the place a Christmas tree 
which had been decorated with tin- 
sel. It came through untouched,” said 
Caliner. 

Albert R. Imle, owner of the H. M. 
Dorsey Lumber Co., Hillsboro, IIl., has 
announced his 
eandidacy for 
Congress from 
the 23rd congres- 
sional district. 
The prominent 
businessman, at- 
torney and former 
FBI agent was 
persuaded to 
make the race by Al Imle 
a large number of 
friends and Democratic leaders in the 
15 counties who feel he is eminently 
qualified to represent the district. 
Imie, who is 40, was reared on a farm, 
attended Illinois’s College of Agricul- 
ture four years and later worked his 
way through law school. He practiced 
law in Hillsboro till 1941, when he 
joined the FBI and served in war 
espionage; he received four com- 
mendations from J.-"Edgar Hoover. 

Returning to private life in 1946, 
Al Imle purchased the Dorsey Lumber 
Co. and has enlarged and expanded the 
business to one of the largest build- 
ers’ supply and appliances businesses 
in central Illinois. When the yard 
added a plumbing and heating section, 
Imle went back to school and has 
passed the Illinois examination as a 
master plumber. He also manages the 
family farm where he was born. With 
his intimate knowledge of farm, labor, 
business and the law, Imle plans to 
make an aggressive campaign before 
the April primary. 

M. D. “Cotton” Sailors, Krotter & 
Sailors Co., Benkleman, Neb., was re- 
cently elected president of the chamber 
of commerce ... The E. G. West 
Lumber Co., Gothenburg, Neb., was 
merged with the Howell Lumber Co. 
and the Spelts Farm Yard there. It 
was managed by Harold L. Smith 
many years ... At Pawnee City, Neb., 
Don Parker took over management of 
the Landy Clark Lumber Co. and A. R. 
Mekemson, who managed it 22 years, 
goes to the company’s yard at Bur- 
vhard .. . Several Nebraska lumber- 
men are spreading out to 30-day 
schools this winter: Richard P. Rus- 
sell, Holland Lumber Co., Lincoln, en- 
rolled at Minnesota; Carl Asch, Asch 
Lumber & Hardware Co., Orchard, will 
attend at Albuquerque, and Gordon L. 
Pauley, Pauley Lumber Co., Lincoln, 
and Carl Hollock, Mead Lumber Co., 
York, go to the Southwestern’s school 


in Kansas City. 


Dale H. Stone, secretary-treasurer 
of the R. M. Stone Lumber Co., Jack- 
son, Mich., suffered severe head in- 
juries January 13 when he was struck 
by a car. Hospital authorities believe 
he will recover ... Edwin N. French, 
assistant manager, Albion (Mich.) 
Lumber Co., has resumed his duties 


yield a worth-while mark-up. Ask your jobber! 
In Canada: GEO. $. HALL Co. 
25 Grenville St., Toronto 1 


HALL-WESSEL COMPANY 
2116-26 W. Nicholas St., Philadelphia 21, Pa, pct, MALL &’REIS, ine. 


Worth asking for... by NAME Gee sear Species 
yo HS Be fAOoDe/ 23 
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after several weeks’ illness in a local 
hospital . ... The Mullen-Rourke Lum- 
ber Co., Sioux Falls, S. D., was sold 


after 33 years of business to George 


Armstrong and L. V. Anderson, who with 

renamed it the Armstrong-Anderson 
Lumber & Fuel Co. . . . Dean Piper, | 

Piper Lumber Co., Devils Lake, N. D., s 

is now general manager of the Newton 14 0 

Lumber & Mfg. Co., Colorado Springs. | 

He was active in Northwestern asso- | 

ciation activities and a director until | 

his recent move ... W. F. Ringstaff | 


AMAZING 
PULLMAN 


Powerful 
Pigmy 


with rust-proof 
stainless steel 


spring 


was honored at a banquet recently in 
Independence, Kan., for his 50 years 
with the Woods-Ringstaff Lumber Co., 


traveling bag by R. C. Woods, general 
manager of the O. E. Woods Lumber 
Co. ... Miss Mabel Padgett, manager 
of the Padgett Lumber Co., Batesville, 
Ark., was recently named Woman of 
the Year by the Business and Pro- 
fessional Woman’s Club. 


Obituaries 


CHARLES E. ENGLISH, 86, retired 
president of the Midland Lumber and 
Coal Co., Minneapolis, where he had 
lived 70 years, died recently. He was a 
pioneer member of the Northwestern 
Lumbermen’s Assn. 

WILLIAM LUTHER, Builders Sup- 
ly, Cadiz, Ohio, died recently. The 
ousiness will continue under the own- 
ership and direction of his family, 











world's Pes 
gmallest | 
true 

counter: 


balance 
for double: Position of balance 


a 


windows ete 


Set of 4 weighs | 


only 12 oz 








Sash morticed .. . no head 
or side room needed 


Lowest-priced true counterbalance 
on the market—plus extra saving of 
installation time, shipping and han- 
dling costs. Pullman's Powerful 
Pigmy utilizes the revolutionary 
constant-load negative spring. No 
moving parts—nothing to go out of 
adjustment. Spring and all exposed 


portion is rustproof nickel-bearing 


steel. Write for full details. 


ULLMAN 


MANUFACTURING CORPORATION 
325 HOLLENBECK STREET 
ROCHESTER 21, NEW YORK 
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with Raymond Schaeffer continuing in 
| his position. 

| FRANK GLENN AUSTIN, 75, Bel- 

| ton, Mo. died recently. He was general 
| | manager of a subsidiary of the Huttig 

| Mill Works from 1918 until the 30s 

and was associated many years with 
|| William Huttig in his business enter- 

| prises. At one time, Austin owned 

| seven wholesale and retail lumber com- 
| panies in western Kansas and, after 
| leaving Kansas City in 1938, was man- 
ager of a lumber company in Wichita 
seven years. He later managed a yard 
at Belton. 

WILLIAM EDWARD COOPER, 80, 
founder president of the W. E. Cooper 
| Lumber Co., Los Angeles, where he 
went in 1912 after entering the lum- 
ber business 60 years ago in his native 
Wisconsin, died recently. When he 
went to California 42 years ago he 
was interested in 14 corporations and 
partnerships and planned to retire; in- 
stead he acquired real-estate holdings 
and in 1920 organized the Cooper 
Lumber Co, He separated the whole- 
sale and retail departments in 1933. 
Survivors include a son, Charles M. 
Cooper, now head of the lumber com 
panies, 

CAPT. OSCAR NICKERSON, 87, 
Chatham, Mass. board chairman of the 
Nickerson Lumber Co., died recently 
in Clearwater, Fla. He founded his 
company in 1895 after his career as a 
sea captain, which he started at 14, 
received his papers at 21 and retired 
eight years later although he held his 
captain’s license at his death and was 
the oldest member of the Boston Ma- 
rine Society. He expanded his lumber 
business in later years to include yards 
at Orleans and Wellfleet, Mass. 

JOHN M. ANDERSON, 91, retired 
Illinois lumber dealer, died early in 
February. He made his home in Chi- 
cago the last 10 years. He operated the 
Anderson Lumber Co., Woodhull, IIl., 
and was in the business more than 25 
years, leaving it about 1912. 
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Cherryvale. He was presented with al 





GALVANIZED ROOFING 


NTE 
a 


Value in galvanized roofing is measured in 
rust-free service—and rust-free service 
depends on the weight or thickness of the 
zinc coating. 

This weight or thickness of zinc coating 
cannot be determined by looking at a 
galvanized sheet. 

Insist on grade-marked galvanized roof- 
ing and know what you are getting. A 
small difference in the weight of coatin 
means a large difference in the length o 
service. 

It is thrifty to purchase metal roofin 
that is grade-marked to show the weight o 
the zinc coating. 

Select the proper grade for the proper 
use—and for ak eetdbee service Ue pa 
lowest per-year cost . . 


Specify a heavy- 
coated sheet such as 
“Seal of Quality,” 
the SPER SHEET 
for SUPER SERVICE 


> FREE... INSTRUCTION MANUALS 


WRITE: AMERICAN ZINC INSTITUTE 
324 Ferry Street, Rm. 204 
Lafayette, Indiana 
DO Facts about Galvanized Sheers 
0 Directions for Laying Galvanized Sheets 
©) Metallic Zinc Paint Protects Metal Surfaces 
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MANUFACTURERS IN THE NEWS 





SHAKERTOWN GLUMAC UNITS eliminate cutting, planing and fitting required 
with individual shakes; only a saw or knife and hammer are needed to fit them 
in place at corners and around window or door frames. 


Shakertown Glumac Units Saving Time and Costs 


Perma Products Co., Cleveland, 
has solved many time and cost- 
saving problems with its recently 
introduced Shakertown Glumac 
Units. Cedar shake sidewalls, even 
with the best of applicators, for- 
merly took considerable time and 
skill to put on satisfactorily. The 
shake manufacturer’s new product 
is a deep-grooved cedar shake fac- 
tory-stained and bonded to water- 
proof backer board. Only finish 
nailing is required to complete a 
weather-tight, “double - coursed” 
shake sidewall. 

The units have been given suc- 
cessful building tests for 24 
months and are now available in 
quantity from a large new plant 
where special electronic bonding 
machines were perfected exclu- 
sively for Glumacs. They are 
packed 11 to a carton and only 22 
pieces are required to cover 100 
square feet of sidewall area; this 
compares with more than 400 
shakes and underscoring required 
in ordinary application. 

In a choice of 12 colors, the 
Glumac Unit measures 16"x46%” 
and is end-lapped for fast, slide- 
together application. The %” 
backer board of impregnated in- 
sulation tapers to match exact 
characteristics of regular, double- 
coursed shakes laid at wide ex- 
posure, with deep, shadow lines 
between courses. The backer board 
is scored at the bottom to permit 
easy removal of the overlapping 
strip for quick application over 
furring strips. 

Actual, on-site 


figures have 


proved time savings up to two- 
thirds and more. Perma Products 
Co. says the units are suited to 
weather-tight application in any 
weather and that factory-fitting of 
individual shakes assures true, 
tight, moisture-resistant sidewall 
construction, even when applied 
by semi-skilled workmen. The 
units are claimed to be ideal for 
new construction, remodeling and 
handyman markets. There is no 
metal to dull tools; no shiplap 
nailing is required. The units are 
laid to a snapped chalk line for 
perfect course alignment; nail 
holes from use of a nailing guide 
are eliminated. 

Perma Products also points out 
that Glumacs’ fast application per- 
mits a crew of two or three men 
to complete sidewalls on an aver- 
age home within one working day. 
Problems of swelling, shrinking, 
warping and cracking are elimi- 
nated. The irregular butt lines 
sometimes resulting from use of 
inferior undercourse shingles are 
not found in the factory-assembled 
Glumacs and further benefit is 
found in the alignment of courses 
as workmen hew to an eye-level 
line at the top of each course in- 
stead of the old nailing guide un- 
der the bottom edge. No variation 
in undercourse thickness produces 
a sidewall of smoother, neater and 
more weather-resistant appear- 
ance and construction. 

Shakertown Glumac Units are 
now being distributed nationally 
through 115 Perma Products dis- 
tributors in principal cities. 


Owens-Corning Announces 


Stria Acoustical Tile 


A new product, non-combustible 
Stria acoustical tile, which affords 
many distinctive decorative possi- 
bilities in ceiling design, has been 
announced by Owens-Corning Fib- 
erglas Corp. Low in cost with ex- 
ceptionally high acoustical values, 
the new tile face presents multiple 
striations or grooves, permitting 
great variety in ceiling patterns. 
The surface of the tile blends with 
modern or traditional interiors, 
reflects more than 75% of light 
striking it and affords installation 
in numerous patterns. 

“This new Stria tile adds fur- 
ther to the versatile range and in- 
creasing usefulness of Fiberglas 
sound control products,” said Ben 
F. Leaman, Jr., manager of the 
Fiberglas Sound Control Products 
sales division. 

Available in 12”x12” and 12”x 
24” sizes, Stria has a noise reduc- 


NEW STRIA ACOUSTICAL TILE 
gives an optical illusion of two dif- 
ferent patterns when struck by light 
rays aithough all tile shown here 
is identical; this makes possible 
numerous attractive ceiling designs. 


tion coefficient up to 80%. The 
tile is composed of fine fibers of 
glass compressed into boards 
which contain countless tiny air 
cells. Sound waves are trapped in 
the highly porous surface. The tile 
may be spray-painted as many as 
eight times with a non-bridging 
water-base paint without affecting 
its noise reduction efficiency. 


No Price Increases 
Planned by Kentile 


Despite the increase in costs for 
both raw materials and labor, there 
will be no price increase to deal- 
ers or distributors on any Kentile 
flooring products, it was announced 
by Charles A. Neumann, vice-presi- 
dent—Sales, Kentile, Inc., largest 
manufacturer of resilient tile floor- 
ing. 

“Management has decided that 
Kentile will absorb such increases 
rather than pass them along to the 
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trade. Announcement of this deci- 
sion comes at a time when dealers 
are making plans for the new year, 
and assures them of a stable price 
to work with. It permits every 
dealer to work out his own promo- 
tional activities well in advance; 
to cash in on the high level of sales 
and profits possible in the year 
ahead,” Neumann declared. 

While Kentile’s chief sales exe- 
cutive sees the 1954 market for 
flooring as potentially very prom- 
ising, he believes that only care- 
fully planned, vigorous promotion, 
and hard selling will bring the de- 
sired results and enable dealers to 
exploit the market fully. Kentile 
recognizes that any attempt for 
dealers to absorb a manufacturer’s 
price rise at this time would 
jeopardize their profit margins and 
the firm is determined not to in- 
crease prices to dealers or to dis- 
tributors but to absorb the costs 
themselves. 


Miracle Nail-Adhesive Kit 
For Handyman Furring 


The Miracle method of attaching 
furring strips and partition sills to 
concrete and masonry surfaces by 
which the homeowner eliminates 
the job of drilling holes in the 
foundation of his house, has been 
introduced with the Miracle An- 
chor Nail-Miracle Anchor Adhes- 
ive kit, complete with instructions 
which shows the homeowner that 
attaching furring strips is as easy 
as A-B-C. All he does is glue 
Miracle Anchors to the wall with 
Miracle Anchor Adhesive, and 
hammer furring strips directly in 
place on the bonded Anchor Nail. 

Installation cost is 6¢ per square 
foot. 

Plus sales that come from the 
consumer’s initial purchase include 
finishing board, paint, nails and 
companionate items. The kit con- 
tains sufficient nails and adhesive 
to do 20 lineal feet of basement 
wall. 


Encourages Homeowners 
To Finish Off Attics 


“How to Finish Off Your Attic,” 
a booklet encouraging homeowners 
to relieve growing pains by expand- 
ing their own living space, has been 
made available by Owens-Corning 
Fiberglas Corp. A backbone of its 
1953-54 advertising-merchandising 
program, the booklet illustrates 
building materials needed and pre- 
sents basic work steps required to 
convert an attic into comfortable, 
attractive living quarters. 

The booklet was offered on the 
Arthur Godfrey Digest program 
over 204 CBS radio stations each 


to finish off. 
your a 
with 
Building Insulation 


Sunday afternoon. To get copies, 
listeners were invited to go to their 
building supply dealers. Through 
the six Owens-Corning national 
distributors are available booklets 
and supporting Godfrey counter 
and window displays and signs, en- 
velope stuffers, suggested local ad 
layouts, radio and television scripts 
and other point-of-sale promotion- 
al material. 

An initial total 200,000 copies of 
the booklet got circulation, accord- 
ing to Walter C. Skuce, sales man- 





- 
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FLINTKOTE ON A MOUNTAIN TOP is the achievement of the Flintkote Com- 
pany shown in this photo. Flintkote Rex Construction roofing is being applied in 
Flintkote Weld-On cement to a barracks of the Climate Project Laboratory on the 
top of Mt. Washington, New Hampshire, 6,000 feet up. The air force will house 
its construction crew in the building three years while the lab is being built. With 
Mt. Washington’s famous winds, special care had to be taken on the barracks. It 
is additionally insulated with Flintkote Fiberglas insulating wool. The North 
Conway, N. H., yard of the Diamond Match Co. sold the materials. 
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ager of the Fiberglas Residential 
Building Materials division. Its 
publication was prompted by the 
increasingly strong do-it-yourself 
trend, he said. 

“The Department of Commerce 
estimated approximately $3,575,- 
000,000 would be spent this year 
in residential maintenance and re- 
pair,” said Skuce. “This is about 
double the 1946 home improvement 
outlay and our company’s market 
research division estimates the fig- 
ure will approach a $5 billion an- 
nual investment by 1960.” 

It is to this fast-growing class 
of handyman householders that the 
booklet about finishing and insulat- 
ing an attic is directed. While the 
booklet describes work a house- 
owner may do himself, due recog- 
nition also is given to the advisa- 
bility of enlisting services of skilled 
professionals for difficult phases of 
the project. In a recent survey, 
64.4% were found to do all or most 
of their insulating work — second 
only to painting, which was per- 
formed by 74.3% of those polled. 

Distributor, jobber and Owens- 
Corning sales representatives will 
help dealers set up the displays and 
otherwise initiate local promotions. 

National distributors of Owens- 
Corning residential building insul- 
ations are Armstrong Cork Co., 
Certain-teed Products Corp., The 
Flintkote Co., Insulite division of 
The Minnesota and Ontario Paper 
Co., Kelley-Island Lime & Trans- 
port Co. and The Ruberoid Co. 


Sisalkraft Merges With 
Manufacturing Division 


The Sisalkraft Co. announces a 
merger with its manufacturing di- 
vision, the American Reenforced 
Paper Co. The organization will be 
renamed American Sisalkraft 
Corp. The firm, which manufac- 
tures a line of waterproof papers, 
insulation and box tape products, 
will move certain key personnel 
to its plant headquarters in Attle- 
boro, Mass. Regional sales offices 
will remain in Chicago, New York 
and San Francisco. 

“The change,” said W. N. Stev- 
enson, president, “will mean a 
more integrated, efficient organiz- 
ation resulting in improved facil- 
ities. for better service and better 
products for our customers.” One 
highlight of the move will be in- 
creased activity in merchandising 
and research techniques. 


Grading Short Course 


A hardwood lumber grading 
short course will be held March 
15-20 at Purdue University, Lafay- 
ette, Ind. The course will offer 
those dealing in hardwood an op- 
portunity to learn the interpreta- 
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lowe Brothers 
SHINGLE n SHAKE 
p + 
hy | 


Shingle n’ Shake Paint, a great new development by 
Lowe Brothers, is made especially for shingles, shakes, 
rough-sawed siding, brick, cement, stucco and asbestos 
shingles. Selling with amazing success in special test 
areas for nearly a year! Yes—its value as a volume 
builder has already been proved. Shingle n’ Shake 
applies easily—hides so well that one coat covers most 


rough surfaces! It dries to a velvety flat finish of remark- 


y 


' ae go 
‘ BACKED BY A GIANT ] /7 
PROMOTIONAL PROGRAM! 


New Shingle n’ Shake Paint and other outstanding 
products in the consumer-preferred Lowe Brothers line 
are backed by a powerful Spring advertising and 
merchandising program: Displays, newspaper ads, 
posters, handbills—all packed with the kind of sales 
wallop that pulls customers into your store to buy! 
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WANTED! 


SENSATIONAL 
NEW EXTERIOR 
PAINT! 


able durability and color permanence. Comes in popu- 
lar colors that ‘move’ off the shelves! 

New Shingle n’ Shake Paint has that extra margin of 
consumer appeal which has built overwhelming popu- 
larity for Lowe Brothers products over the years. . . . 
And this Spring's big Sales Promotional package is an- 
other in the great series of “sure-fire” Lowe Brothers 
propositions that have long since proved their traffic- 
building, sales-boosting value! 

Want to boost your paint profits this Spring? Put new 
Shingle n’ Shake Paint on display and watch it pay! 
Get full details now. Write, phone or wire today! 


The Lowe Brothers Company + Dayton 2, Ohio 


Lowe Brothers 
PAINTS - VARNISHES 
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ALUMATIC CORPORATION OF AMERICA 


2081 S, 56TH STREET., MILWAUKEE 14, WIS. T-52A 
I'm interested in handling Alumatic aluminum products! 


Send me more information on your preview showing. 


NAME 
COMPANY 





ALSO MANUFACTURERS OF THE WORLD'S ADDRESS 
FINEST ALUMINUM COMBINATION WINDOWS city ZONE STATE 
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tion of national inspection rules 
and their application to the vari- 
ous species. Instruction will be 
given by Edwin Gatsell, Chicago. 
The course also includes practice 
grading and lectures on wood iden- 
tification and defects that affect 
grade. 

The course is sponsored by the 
Department of Forestry and Con- 
servation, Purdue; Department of 
Forestry, University of Illinois, 
and the John I. Shafer Hardwood 
Co., Logansport, Ind. Attendance 
is limited to 30 and applications 
should be filed with Prof. Roy C. 
Brundage, Forestry department, 
Purdue university, Lafayette, be- 
fore March 12. 


Marquette Buys Out Two 


Marquette Cement Mfg. Co. an- 
nounced outright purchase Janu- 
ary 1 of the Superior Cement Di- 
vision of the New York Coal Co., 
which includes the plant at Supe- 
rior, Ohio, and the Southern States 
Portland Cement Co. with its plant 
at Rockmart, Ga. The acquisition 
for $5,602,000, will rank Marquette 
among the five largest cement 
companies in the country. 

Both the Superior and Southern 
States companies will continue in 
business. 


Baldwin-Hill Introduces 
Mineral Wool Insulation 

The Baldwin-Hill Co., Temple, 
Tex., played host recently to deal- 
ers, distributors and guests repre- 
senting building industries at an 
open house to introduce visitors to 
Baldwin-Hill’s new spinning meth- 
od of insulation manufacture, a 
process resulting from a research 
program initiated in 1949 and put 
into effect at the Temple plant last 
July. 

According to J. L. 


Mohun, gen- 


HILL &Y’ 


pita TEXAS 


MINERAL WOOL INSULATION val- 
ues are explained by William H. Hill, 
president, at Baldwin-Hill Company’s 
recent open house. 
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CARRARA DECORATOR BATH PACKAGE, shown above, is the latest devel- 
opmert offered by Pittsburgh Plate Glass Co. in the do-it-yourself field. The 
package unit includes setting material (mastic and pointing compound), 
chromum soap dish and hand grab (including metal bushings for installing), 
ready-to-install Carrara panels with proper holes drilled. There are 10 
Carrara colors. In ordering the decorator bath unit, the homeowner must 
(1) measure the back wall along the tub length, (2) measure the various 
lengths of base and (3) make cardboard patterns of plumbing outlet locations 


eral manager of Baldwin-Hill’s 
southwest division, the new meth- 
od converts especially selected 
Texas minerals to liquid at high 
temperature and spins them in 
their molten state into strong, re- 
silient, light weight fibers. The 
only mineral wool insulation pro- 
ducer in Texas, Baldwin-Hill’s 
Temple plant supplies Texas, New 
Mexico, Louisiana, Arkansas, Mis- 
sissippi, Oklahoma and parts of 
Kansas and Missouri with spun 
mineral wool insulation for appli- 
cation in home, commercial and 
industrial projects. 


a total of 17 colorings in Gold Seal 
vinyl marbleized merchandise. 
Three new colorings were dis- 
played in the company’s Ranch- 
tile linoleum line. Nineteen new 
designs in Gold Seal Congoleum 
rugs and yard goods were intro- 
duced; 15 of these are in six com- 
pletely new groupings. 

Four new designs in existing 
Congoleum lines were also shown. 
A new high-style rendition of a 
brick wall was shown in Congo- 
wall. Three patterns are available. 
Retail price is about 14¢ a square 
foot. Colorings in Gold Seal Fash- 
ion Fioor linoleum tile were in- 
creased to 14 with the addition of 
four new patterns. In Gold Seal 
rubber tile, the new dark green 
brings to 21 the colorings in this 
line. 


Congoleum Showing 63 
New Gold Seal Products 


A total of 63 new Gold Seal floor 
and wall covering products, de- 
signed to accent the trend to high- 
er style treatments for floors and 
walls, are being introduced by 
Congoleum-Nairn, Inc. They in- 
clude items in linoleum, vinyl] tile J ‘ 
and sheet goods, rubber tile, Con- age for assembly and installation 
goleum yard goods and rugs, and of corrugated translucent fibre 
Congowall. R. Kenneth Austin, lass plastic awnings is now being 
merchandise manager, said the marketed by Snapawne, Inc., 
new patterns round out a complete Bridgeport. The “do-it-yourself 
range of smooth surface floor and market offers dealers an oppor- 
wall coverings. tunity to reach the homeowner 

Two new inlaid linoleum lines market with the Snapawning 
are Sequin and Square Dance. De- knocked-down kit, which is com- 
sign additions have been made in plete with simple instructions, 
existing Gold Seal linoleum lines. _ plastic, framing, hardware, screws, 
Two new designs have been added etc., ready for quick assembly and 
to Jackstraw and Classic. installation; made for all size win- 

In vinyl tile and sheet. goods, dows from 1’8” to 3’8” widths and 
three new colors have beenbrought im a variety of projections and 
out by Congoleum-Nairn to make (continued on page 72) 


Knock-Down Snapawning 
Kit Available for Dealers 


A patented knock-down kit pack- 
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YOUR MONEY GROWS...ON THE EVANEER TREE! 


Here’s where money does grow on trees . . . extra money you can share! 

Lumber dealers and distributors alike are daily profiting from this “Evaneer tree”. . . Evans’ 
unbeatable combination of fine stands of timber, selective logging and modern manufacture 
that spells durable Douglas Fir plywood of dependable Evaneer quality. This extra quality that 
we build into every panel—extra quality that stems from Evans’ basic research into wood 
technology, through each step of precision manufacturing, to critical final inspection—this 
extra quality means more customer satisfaction ...more uses for Evaneer...more profits for you. 

Truly limitless are the uses of Douglas Fir plywood. The D.F.P.A. lists over a thousand— 
from sheathing to showcases, from subfloors to billboards, from displays to darkrooms, Where- 
ever a hammer rings on a nail, there’s another use for Evaneer—another profit opportunity for 
you! Evaneer Douglas Fir plywood is available in a complete range of sizes and grades of 
waterproof exterior and water resistant interior types from Evans Products Company, Wood 


Products Division, Dept. S-2, Plymouth, Michigan. Plants: Coos Bay & Roseburg, Ore.; 
Vancouver, B.C. 


DOUGLAS FIR PLYWOOD ond WOOD PRODUCTS @. 
_ 


BuiLpinc Propucts MERCHANDISER (To obtain more data on advertised products see page 88 
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drops in proportion to the window 
sizes. 

The translucent fiber glass plas- 
tic used is the newest awning mate- 
rial to be introduced and its great 
success has been attributed to its 
colorful effects, without causing 
undesirable “blackouts,” typical of 
canvas and metal awnings. As 
structural glass, it is both func- 
tional and decorative. 

No tools are necessary to as- 
semble and hang the Snapawning 
other than a screw driver and a 
hammer. All sections are pre-cut, 
pre-drilled and partially assembled 

only assembly left for the home- 
owner is to attach the panels to- 
gether and screw the top piece to 
the frame. To install, a specially 
designed hanger is first screwed 
to the outside wall of the house and 
the awning snapped into it. The en- 
tire job takes about 20 minutes. 


- 


Mii MN 


CORREA LAAD AAA 


SNAPAWNING Knock-down kit and 
rear view of awning installed by home 
handyman. 


New Formica Line of 
Colors and Patterns 


Major changes in the Formica 
color and pattern ranges were an- 
nounced at the recent national 
sales meeting in Cincinnati, the 
laminated plastic manufacturer's 
home city. Unveiling of the new 
line was held secret until the meet- 
ing, when some 225 key personnel 

regional sales managers and 
sales representatives from Formica 
offices in 38 principal cities, and 
from the company’s 73 distribut- 
ing organizations—-viewed a dra- 
matic presentation of the new col- 
ors and patterns. 

The Formica Company engaged 
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Raymond Loewy Associates to 
make an intensive study of the 
market, the popularity of various 
colors and patterns and survey the 
Formica sales personnel and dis- 
tributors for their recommenda- 
tions. As the result of the study, 
the recently existing 118 colors and 
patterns are being reduced to 70, 
which includes 27 new colors and 
six new colors in old patterns. 
Formica will be offered in white 
and in an entirely new range of 
solid colors, compatible with each 
other and with modern ideas in 
home decorating. All Formica 
Fernglos are to be dropped, prob- 
ably Surfglos, and the Homespun 
and Confetti patterns are out. 
Cigarette-proof Formica, here- 
tofore offered as a standard item, 
will be offered only as custom. 
With more stable plastics now be- 
ing used, and with progressive 
strides taken by Formica in lamin- 
ated plastics, the manufacture of 
this grade is considered generally 
unnecessary. 
For the first time, key men of 
Formica’s distributor organiza- 
tions were invited to the annual 
sales meeting. In commenting on 
this fact, L. J. Francisco, For- 
mica’s vice-president in charge of 
sales and advertising, said: 
“More and more, manufacturers 
are coming to rely on active dis- 
tributors . . . distributors who not 
only stock but sell and serve. We 
are proud of the distributing or- 
ganization Formica has built up 
and want to make the members a 
first-hand party to our sales think- 
ing and sales plans. We are very 
much aware of the changing trends 
in the manufacturing and use of 
plastics. Plastics are growing up 
becoming of age. This is certainly 
true of laminated plastics, such as 
Formica, used both in industry 


and as a surfacing material in the 
decorative field.” 


Materials Handling Group 
Elects Elledge President 


Manufacturers of materials han- 
dling equipment elected Charles 
B. Elledge, General Electric Co., 
Schenectady. president of the Ma- 
terial Handling Institute, Inc. for 
1954 at the annual meeting in De- 
cember, Hotel Statler, New York 
City, where 125 executives of the 
industry gathered for conference. 
To help Elledge administer the ed- 
ucational work and services of 
this growing trade association 
(over one and one-quarter billion 
dollars of production per year), 
Walter E. Schirmer, vice-president, 
Clark Equipment Co., Buchanan, 
Mich., and Edward W. McCaul, 
secretary, Jervis B. Webb Co., De- 
troit, were elected first and second 
vice-presidents. 


February 
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Pacific Logging Congress 
Elects New Officers 


Ray Gould, Portland, was elected 
president of the Pacific Logging 
Congress at the recent conference, 
succeeding Clyde A. Corman, Long- 
view. Also elected were James 
Sheasgreen, Vancouver, vice-presi- 
dent; R. F. Dwyer, Portland, re- 
elected treasurer; Carwin Woolley, 
Portland, reelected secretary, and 
Arch Whisnant, Portland, secre- 
tary of management committee. 

Logging machinery worth $3,- 
000,000 was on display at the con- 
ference. Corman praised modern 
machinery in his speech and said 
the tractor and logging truck 
brought an industrial revolution to 
logging. Ernest G. Swigert, Port- 
land, delivered the keynote ad- 
dress and said businessmen have 
done little to help President Eisen- 
hower reverse the socialist trend. 
“Tf the Columbia Valley Authority 
were in effect today, you wouldn’t 
be able to log your own property 
without a revocable permit from 
some bureaucrat,” he said. Stanlev 
F. Horn, publisher, Southern Lum- 
berman, spoke on “This Fascinat- 
ing Lumber Business.” 


COMPANIES ANNOUNCE 


Clark Equipment Co. has re- 
vamped its dealer organization to 
handle its newly acquired Ross 
straddle carriers and fork truck 
lines, announced W. E. Schirmer. 
vice-president of the materials 
handling eauipment manufacturer. 
In the south, Clark dealers af- 
fected are in Greensboro, Colum- 
bia, Birmingham, Knoxville, Tam- 
pa and Miami: in the midwest: 
Cleveland. Detroit and Milwaukee: 
in the east: Pittsburgh. Baltimore 
New Haven. Latham, Malden and 
Buffalo. Under the new plan, deal- 
ers in those cities will add Ross 
products to regular sales. 

John L. Aram, executive vice- 
president. Boise Payette Lumber 
Co., Idaho, appointed Wendell C. 
Jensen assistant sales manager of 
the manufacturing division under 
D. M. Shaw, sales manager. Jensen 
will service retail lumberyards in 
the intermountain area. 


Gregg & Son, building supply 
manufacturers, Nashua, N. H., and 
Framingham, Mass., announce that 
George W. Mernick was appointed 
sales manager after six years as 
salesman and sales promotion man- 
ager. 


The Morgan Co., Oshkosh, will 
open a new branch operation in 
Washington, D. C., announces Ar- 
thur B. Chapman, president. The 
branch facilities have modern 
building areas for a millwork shop, 
warehouse, product display and 
office. The site is in the new Penta- 


(continued on page 85) 
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THE LUMBER MARKET 


Few Price Changes 
in Seattle Region 


SEATTLE—Buyers are holding 
off but mills are making few con- 
cessions. It appears to be a wait- 
ing game with each side hoping 
for a break. The edge is a little 
in favor of the mills which have 
a good talking point in the recent 
bad weather and lowered produc- 
tion. There are few price changes 
and these mostly point to slightly 
higher figures. 

There is a fair demand for fir 
and green dimension which brings 
a dollar more. Fir prices are grad- 
ually creeping up but transits sent 
out to sell at less than mill ship- 
ment do not move readily. There 
is no definite trend apparent in 
buying. Domestic cargo space is 
taken up to March. Green hemlock 
seems unavailable for mill ship- 
ment. The shingle market is 
stronger. No. 1 perfections are be- 
ing brought up by the staining 
companies. No. 2’s are not to be 
had. Price advances averaging 25c 
are shown by all three grades of 
perfections and by No. 1 and 2. 
Shingle production has been low 
for some months. 

Cedar siding quotations are un- 
changed except for 14 by 8 beveled 
siding for which some mills are 
getting $130. Mills anxious to sell 
will shade prices up to $5.00 There 
is plenty of pine to be had for this 
time of year. Prices are mostly 
steady but sugar pine shop items 
are $2.00 to $7.00 less. A warm 
California winter helped drying 
and these items are in good supply. 

Some spruce mills are out of the 
market and many are not selling 
ahead. Production is a way down. 
Prices remain steady. 


Upward Price Trend 
Temporary Situation 


TACOMA—An upward trend on 
some items as much as $2 and $3 
a thousand has been apparent dur- 
ing the past fortnight. However 
most Tacoma operators do not take 
this too seriously and prefer to re- 
gard it as a temporary situation 
probably caused by a scarcity 
which they attribute to the fact 
that many mills have been closed 
because of the severe weather. 

These closures caused a dearth 
of supply in some items and those 
mills that were in a position to fill 
demands were able to capitalize 
on the situation. Milder weather 
now prevails and most mills are 
back in production to the extent 
that shortages are not likely to 
continue as a market factor. 

Some lumbermen believe there 
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are indications that Canadian lum- 
ber is becoming a less serious 
threat in a competitive way and 
this is something that millmen 
generally believe may have a more 
important future bearing on the 
market. There is a steadily grow- 
ing indication, they believe, that 
Canadian mills are developing 
their own permanent markets to 
such an extent that they are less 
likely in the future to venture into 
fields that in the past have been 
dominated by mills from this area. 

Waterborne log and lumber 
movement continues to be brisk. 
Recent loadings included _ the 
Komei Maru, 700,000 feet of logs 
for Japan; the Colombia Maru, 
650,000 feet of cottonwood, hem- 
lock and fir logs for Japan; the 
Judge Bland, 2,500,000 feet of lum- 
ber some of which was barged 
here from Olympia, Shelton and 
Seattle mills, for the East coast; 
the P & T Navigator, more than 
1,500,000 feet of lumber and logs, 
for Philadelphia, Camden and 
Newark and the Zuiyo Maru, 600,- 
000 feet of logs and 70 80-foot pil- 
ing for the Orient. 


Improved Market in 
Northern California 


SAN FRANCISCO—Dry lumber 
is in very short support through- 
out Northern California but the 
over-all market has improved con- 
siderably since the first of the 
year. A long siege of fog has pene- 
trated about everything except the 
kilns. 

Increased demand throughout 
the country for California-style 
homes has helped build a very 
strong market for redwood, with 
architects being quite specific in 
demanding redwood. 

The market is strong for shop 
and uppers in sugar pine, with the 
demand for common good. The 
market has also improved consid- 
erably in Ponderosa pine with the 
demand for common stronger. 

White fir, on the other hand, is 
just so-so, with the market show- 
ing little strength. The demand 
for white fir is light and the sup- 
ply is even lighter. 

The market in white woods is 
slow, but optimists feel the first of 
March will find dealers increasing 
their buying. The dealers now are 
trying to avoid heavy yard inven- 
tories because in most cities of 
the area personal property taxes 
are due of $2 per thousand board 
feet. A carload of 30,000 bf would 
be taxed $60. 

Spokesman for most of the older 
firms fully expect what they term 
a “leveling off of business” from 


the high of war years. They also 
expect some of the “boom” firms 
started during the war as well as 
the “get rich quick & never mind 
the ethics boys” to fall by the 
wayside. 


Few Price Cuts 
In Kansas City Area 


KANSAS CITY—Lumber busi- 
ness in the Southwest in the last 
thirty days has been exceptionally 
quiet and orders have been arriv- 
ing at the mills in dribbles. Not- 
withstanding the lack of interest 
for lumber on the part of yards, 
price lists are being maintained at 
recent levels. Hardly a price cut 
has taken place this year, yet mills 
need more business. Some mills 
have cut back production to fit the 
current volume of ordering and 
especially hurt have been the 
small mills in the South which 
have to buy timber for cutting. 

Dealers are buying only what 
they actually need. For instance, 
one mill official here said the com- 
pany is getting many orders re- 
questing “ten pieces of this stock 
and 5 pieces of that stock.” Cou- 
pled with the reduced demand, 
however, is the fact that weather 
has been a drawback to production 
and building activity. Dry stocks 
on hand at the mills are unusually 
low and in view of this condition 
mills are not willing to shave 
prices. 

Inquiries are picking up and 
this may develop some business 
for late February and early March, 
mills said. The statistical position 
is good and any modest improve- 
ment in orders will find retailers 
unable to receive too promtp de- 
liveries. 

Inquiries for industrial woods 
are slow, but a fair amount of 
common lumber for home con- 
struction appears to be purchased 
once the weather opens up a bit. 
Demand for oak flooring is re- 
ported to be good. 


January Volume 
Good at Baltimore 


BALTIMORE — January busi- 
ness in the lumber yards was 
much better than had been antici- 
pated, dealers said. Not that a 
boom was on, but rather that re- 
cent doleful predictions were be- 
ing disproved to some extent. 

The fall months were somewhat 
dull, and the full year of 1953 well 
below 1952 for some. Yet, one very 
large yard reported its business 
began to pick up about the middle 
of December and kept on at the 
same pace through January, de- 
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Fast shipment 

. « « dependably to your exact 
needs in West Coast Douglas 
Fir, WCLB grade stamped, anti- 
stain treated, Let 

us show you. 


AIR-Ning 


MANUFACTURING CORP. 
W BTe tetas PO} acre (oye 


ASBESTOS 
SIDING 





Hassall threaded asbestes siding 
nails are the choice of contractors 
throughout the country. Made of 
bronze and steel with plated 
finish. Note threaded shank which 
guarantees maximum holding 
power. Made of #14 gauge wire 
(.082) in 1”, 1%", 148", 1%" lengths, 
Advise quantities. Prompt shipment. 


JOHN HASSALL, INC. 


P. O. Box 2158 
Westbury, N. Y. ; 
Established 1850 Liceeceu 


(To obtain more data on advertised products see page 88) 





spite some very stormy weather 
which slowed things down twice. 
The weather has been worse for 
business this year than for the 
previous two winters, but even 
this one still can be characterized 
as “open,” and not halting home 
construction work that was al- 
ready under roof. 

At the end of January, there 
was little changed noted in the 
Southern pine market. Fir from 
the West Coast was running $3 to 
$5 per M higher than three weeks 
ago. 

In the hardwoods and in white 
pine there was no weakening and 
major dealers see the firm price 
trend continuing. 


Long Strike Ends in 
N. British Columbia 


VANCOUVER — Sawmills in 
northern interior British Colum- 
bia have commenced work after a 
strike which lasted for 100 days 
and slowed down business in the 
Cariboo area by over 60%, reduc- 
ing general credit for business to 
the breaking point. 

The Northern Interior Lumber 
Manufacturers’ Association and 
the International Woodworkers of 
America have now announced 
jointly that the strike is over. 
Spokesmen for operators state, 
however, that there were no im- 
mediate orders on hand for the 
planer mills of Prince George, 
which are the backbone of the 
town’s economy. 


As he pointed out, other lumber 
centers had snapped up orders 
which the northern lumber oper- 
ators were unable to fill. The esti- 
mated loss on the payroll during 
the strike is $1,000,000, with a 
similar loss suffered by business, 
government and railway concerns. 


The average hourly wage rate 
was about $1.50, which means that 
strikers lost approximately $12 
per day in wages. Their financial 
gain is 5% cents per hour, or 
about $2.42 per week, so it is going 
to take several years of steady 
work to break even. 

The Southern Interior Lumber 
Manufacturers’ Association has 
not yet reached agreement, and 
the strike is continuing there. 


Shipments Nationally 
9.4% Above Production 


Lumber shipments of 511 mills 
reporting to the National Lumber 
Trade Barometer were 9.4% above 
production for the week ending 
January 30, 1954. In the same 
week new orders of these mills 
were 10.0% above production. Un- 
filled orders of the reporting mills 
amounted to 34% of stocks. For 


February 


the reporting softwood mills un- 
filled orders were equivalent to 21 
days’ production at the current 
rate, and gross stocks were equiv- 
alent to 60 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
1.9% above production; new or- 
ders were 6.1% above production. 

Compared to the average cor- 
responding week in 1935-1939, pro- 
duction of reporting mills was 
98.9% above; shipments were 
85.0% above; new orders were 
67.2% above. Compared to the cor- 
responding week in 1953, produc- 
tion of reporting mills was 18.9% 
below; shipments were 22.9% be- 
low; and new orders were 23.1% 
below. 


Western Pine 


For the week ending January 30, 
115 mills reporting, orders totaled 
68,023,000 compared with 60,892,- 
000 the preceding week and 87,- 
791,000 in the corresponding week 
last year. Similar comparisons of 
shipments are 60,088,000, 60,464,- 
000, 82,593,000 and for production 
48,809,000, 5,362,000 and 63,198,- 
000 feet. 

Expressed in percentages ship- 
ments were 23.1% and orders were 
39.4% above production for the 
week. Orders were 13.2% above 
shipments. 


Plywood Output Up 


TACOMA—Fir plywood produc- 
tion continued more than 20% 
ahead of the like period of 1953 
for the week ended January 23, 
according to the Douglas Fir Ply- 
wood Association. 

Production and incoming orders 
were almost in balance and the in- 
dustry’s unfilled order file re- 
mained unchanged at 300 million 
feet, a little better than four 
weeks’ production. 


Southern Pine 


For the week ending January 30, 
103 mills reporting, orders totaled 
12,286,000 feet, compared to 13,- 
044,000 the preceding week and 
15,310,000 the same week last year. 


- Similar comparisons of shipments 


are 13,321,000, 11,630,000 and 16,- 
049,000 and for production 14,795,- 
000, 14,034,000 and 15,657,000 feet. 
Expressed in percentages ship- 
ments were 9% and orders were 
16.5% below production for the 
week. Orders were 8.1% below 
shipments. Operations were all 
below the three year average. Or- 
ders were down 21.6%, shipments 
were down 14.6% and actual pro- 
duction was 6.1% below the three 
year average. Orders on hand de- 
creased 3.3% during the year. 
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There are good reasons why MATICO Asphalt Tile 
Flooring belongs in your plans for a more profit- 
able year in ‘54. For one, MATICO is easier and 
faster to sell because it is fortified with polystyrene 
plastic. This extra ingredient makes MATICO 
tougher, longer-wearing, more resilient and 
assures clear, rich colors . . . important advantages 
to your style-wise, value conscious customers. 


Plan now for bigger sales 
in '54 with extra quality 


| 

| 

| 

| aA A o 3 Cc © MATICO offers you important benefits, too! Preci- 

| sion made with square corners and straight edges, 

| it is easier to install . . . saves time and labor. And 
MATICO is powerfully promotad in leading national 

| magazines and newspapers to send prospects to 

| your store .. . pre-sold! 


ASPHALT TILE 
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if you haven't already included MATICO Tile 
Flooring in your profit plans for next year, write 
Dept. 3-2 for full details today! 
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Ms MASTIC TILE CORPORATION OF AMERICA 


Ke a eS Joliet, Ill. * Long Beach, Calif. * Newburgh, N. Y. 
eam - 


Manufacturers of: Aristoflex * Confetti « Parquetry * Asphalt Tile * Cork Tile * Plastic Wall Tile 





Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine. 


1x4 


DOUGLAS FIR 


Vertical Grain Fileoring 


B&Btr. 
165.00 


Fiat Grain Fieoring 


Drop Siding 


ixé (Pat. gig 
ix6 (Pat. #11 


Cetling 


155.00 


155.00 
155.0 


0 


00 
18: “126 1 


9 
90. 


60.00 


123.00 
20.00 80.00 


Boards and Shiplap and 2” (Green) 


No. 
No. 
No. 


No. 1 Dimension 


2x 4 
2x 6 
2x 8 
2x10 
2x12 
No. 
2x 4 
2x 6 
2x 8 
2x10 
2x12 


No. 


2x 4 
2x 6 
2x §8 
2x10 
2x12 


12’ 14’ 


64.00 
63 00 


63.00 


2 Dimension 
69.00 
60.00 
59.00 
60.00 
56.00 


8 Dimension K/L Only 


69.00 
58.00 
60.00 
58.00 
58.00 


1x8 
59.00 
46.00 


16’ 
66.00 
64.00 
61.00 
63.00 
61.00 


61.00 
69.00 
56.00 
58.00 
56.00 


(Add $10-$12 for dry 


x! 
0.00 
5.0 
6.00 


20’ 
63.00 
§2.00 
63.00 
63.00 
63.00 


61.00 
60.00 
58.00 
58.00 
58.00 


61.00 
59.00 
58.00 
58.00 
58.00 


40.00 
37.00 
35.00 
31.00 
29.00 


lumber) 





RED CEDAR SHINGLES 


Royals 
No. 1 
2 


3 


Verfections 


No. 


0. 


4/2 
4/2 
4/2 


6/2% 
6/2% 
5/2», 


5/2 
5/2 
5/2 





WESTERN RED CEDAR 


cars, 
Beveled 


x4 
Y4x5 
“4x6 


new 


Siding, 


inch 
inch 
inch 


to 
% Ineh 
Clear 

. 80.00 
80.00 
100.00 


Vx8 inch .. 


120-125 


Prices for red cedar siding in mixed 
bundling, 6 


10° are: 


“an “RB 


WESTERN PINES 


Ponderosa Pine 
5/4 RW 
Selects nd 
28 or 48 Ww oe _ 8/4 ren 
CéBtr RL 50. 26 
Shop, $28 


No. 2 
5/4 


110.00 
110.00 
Commons, 82 or 4 


Ix 8 RL 

ixl2 RL 
Idaho White Pine 
Selects 82 or 48 

Sapir RL 5.0 

RL 36. 00 240.00 

Phe. 7 S2 or 48 
No. 2 No 
56. 143.00 
184.00 149.00 
Sugar Pine Seleets 82 

Rane RL 


Shop, 282 


/4 e+ 150.00 
4 


HY 150.00 





OAK FLOORING 


Clear Pin 7x24 Neb 3 use 
White 185.00 158. 70.00 
Red 187.00 165.00 70.00 
Sel. Pinain 
White 
Red 
#1 Com, 
White 153 
Red 165 

#2 Com, 


Pin. White 
Red 107 


3.00 
00 


145.00 
150.00 


04 
00 


115.00 80.00 


F.O.B. Memphis mills 





SOUTHERN PINE 


Vertical Grain Flooring 
B&Btr. 
ix4 Heart 
Fiat Grain Flooring 
ix4 Sap .170.00 
Re cone chee 
Drop Siding 
1x6 (Pat. #106) 
1x6 (Pat. #116) 


Roards & Shiplap 


1x6 


Clear Bungalow Siding, 
8 inch 165.00 
10 Inch 180.00 
12 inch 189.00 186.00 


Finish B and Btr, $2 or 45, 
* to 10 or Rough 


Celling or Flooring B and Btr, 9-16 


D 
a 90.00 
120.00 115.00 95.00 


Discount on mouldings 620° - 20° odd 
lengths. 


Series 8,000 


Listing under 4.00—list plus 3 
Listing 4.00 and ever—list plus 306 


Clear Lattice, 5/10” x 1%"—2' te 18 
Soe Gk Wee veows . Ss 


76 


1x8 

162 00 
76.00 
63.00 


99.00 
3.00 
58.00 


1 Dimension 

» 4’ 
8.00 
00 
00 
00 
00 


No. 
16° 
90.00 
87.00 
90.00 
97.00 
107.00 


2x 6 

2x 8 

2x10 § 
2x12 107.00 


No. 2 Dimension 
2x 4 806.00 
2x 6 73.00 
°x 8 70.00 
2x10 86.00 00 
2x12 78.00 78 00 


No. & Dimension R/! 
gx 4 
2x 6 
2x 8 
2x10 
2x12 


: 
90 
98 
107 


00 

73.00 

00 
77.00 
. Only 


February 


pe) 


REDWOOD 


Bevel Siding 


wx 
yx 
“x 
%x 


4 Clear 
6 
g 
6 
%x 3 
0 
6 
8 


Clear 
Clear 
Clear 
Clear 
Clear 
Clear 
Clear 
. Clear 
. Clear All 
Note: A grade V.G. 
$5.00 less for %, % and 


%x1 
Y%xX 


ddedeee<<< 
Raaaanaae 


Redwood Siding 
¥% in above sizes. 


Anzac Siding 


1x10 V.G. Clear All Heart 

1x12 V.G. Clear All Heart 

Note: Deduct $15.00 for A Grade. 
Finish 

is 4 Clear 
x 6 Clear 
1x 8 Clear 
1x10 Clear 
1x12 Clear Heart S48 
Note: A Grade 1x4, 1x6, 1x8 deduct 
$10. 1xi0 and 1x12 deduct $15. 





WESTERN HEMLOCK 


Vertical Grain Flooring 


Flat Grain Flooring 


Drop Siding 


1x6 (Pat. #10 
1x6 (Pat. #11 


Ceiling 


70.00 
90.00 


No. 
No. 
No. 


12’ 
63.00 
63.00 
65.00 
63.00 
63.00 


No. 2 Dimension 
2x 4 59.00 59.00 
2x $ 59.00 60.00 
2x 8 61.00 61.00 
2x10 59.00 61.00 
2x12 59.00 59.00 


No. 3 Dimension R/L Only 





ENGELMANN SPRUCE 


Boards and en og yo 


1x 
No. 2&Btr 110" Oo 110 00 
No. 3&Btr 69.00 171.00 


No. 1 Dimension 
‘ 


67.60 
ut 
67.50 


(Boards graded No. 1, 2, 3, at flat 
price; no priee for strain t No 2. Milts 
do not grade out No. 3 dimension rep- 
arately as in fir.) 


1954, 
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| 
how can an 


awning window 
be a casement? 


what window 


is always 
right side up? 


Buitpinc Propucts MERCHANDISER (To obtain more data o 


= 


can a hopper sash 
be interchangeable 
with a louvre? 


can one basic 

window unit provide 
more than 1000 
window combinations 


n advertised products see page 88) 





America’s 
most versatile 
window 


CURTIS 
SILENTITE 


Convertible 


it's an 


ALL-PURPOSE 
WINDOW 


It’s an AWNING! It’s a CASEMENT! It’s a HOPPER! 


LIMITLESS DESIGN POSSIBILITIES! Now one basic window 
unit provides right- or left-swing casements—the popular 
awning window—swing-in hopper-type sash—and a 
thousand or more different window combinations! The 
new Curtis Silentite Convertible is available in units so 
proportioned that they can be combined to achieve almost 
unlimited variety. Basic sash units come in ten sizes and 
companion louvre units in five sizes. The result: a wood 
window unit that fits every taste—every jot: requirement— 
and every size budget. 

















Attractive, ical ts are easy to have— with 


the new Curtis Convertible sash. 





(Right) Curtis Convertibles are ideal for use as row win- 
dows. They fill every need. 
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Buitp1nc Propucts MERCHANDISER 


Entirely IN EW 


in Design and 
Construction 


A Great Opportunity 
to Build Dealer 
Profits 


Creative thinking—careful research— 
modern engineering and production—have 
created this newest member of the famous 
Curtis Silentite window “family.” Here is a 
window embodying traditional Curtis 
quality—yet priced for the modest building 
budget, to build increased volume and 
profits for Curtis Woodwork dealers. 


“TA 


Note how easily sash may be washed from inside. 


WHATS NEW 


Silentite Convertible 


about the 
New Curtis 


e A completely factory-assembled unit, ready for quick, 
easy installation—basic frame with operating hard- 
ware, sash, screen and insulating light installed. May 
be used without insulating light if desired. All units 
mortised for sash locks, which are included. 

e Fits any wall construction. The Convertible may be 
installed singly or in any desired combination of mul- 
tiples—its construction permits stacking for awning or 
hopper-type operation. Any sash may be stationary. 
It’s ideal for low-cost window walls. 

e To match existing exterior trim in remodeling, or to 
fit local conditions in new construction, any exterior 
trim—plain or molded—may be applied. 

Superior weathertightness assured by modern spring- 
leaf type weather-stripping, thoroughly tested both in 
laboratory and field. The insulating light further re- 
duces heat loss and condensation. 


e New-type manual operator is included. An optional 
crank operator is available for added convenience when 


new Silentite Convertible—the window 
of a thousand uses. You'll find it a big 


Let us tell you more about the amazing S I L E N 























(Above) With Curtis Convertibles, 

any home owner can afford 

J weathertight awning windows. 
= (Left) Exterior showing awning 
and casement sash and louvre 

unit. Sash are made in ten sizes. 





pae-re 


sash are used for awning or casement installation. 
Operator does not require opening screen to permit 
sash operation—and it holds sash rigidly in place in 
any position. 

e Greater versatility is provided by wood louvre units 
—made in five sizes—with interior birch doors for use 
in regulating ventilation. 

* Like all Curtis Silentite Windows, the new “Conver- 
tible” is a WOOD window—and now window walls 
are within the budget of the smallest home! 

e All wood members are toxic and water-repellent 
treated to assure lifetime satisfaction. All units are 
carton-packed. 


e The new Curtis Silentite Convertible, like all win- 
dows in the famous Silentite line, comes with a cer- 
tificate guaranteeing materia!s and workmanship—the 
owner's assurance of lasting value. You will find this 
Curtis certificate a big sales feature. 


CURTIS COMPANIES 
SERVICE BUREAU 

Clinton, lowa 

A Department of Curtis Companies Incorporated 


I T E Clinton, lowa + Wausau, Wis. 
t Chicago, Ill. + Sioux City, lowa 


the /asu/ated window _° 
soot exe Gar 9984. “ Lincoln, Nebr. + Topeka, Kan. 


Minneapolis, Minn. * New London, Wis. 


(To obtain more data on advertised products see page 88) 





Under-Counter Cash Drawer 


A new Model R-1 cash drawer 
with removable metal money tray 
having a lock on lid has been an- 
nounced by the Indiana Cash 
Drawer Co. For new fixtures or 
equipment or for installation in 
existing counters, the metal tray 
is fitted into a drawer and drawer 
case of Indiana hardwoods. Six 
coin compartments, 3 currency 
and 1 ticket compartment, hinged 
bill weights and a gray baked 
enamel finish are other features 
of the unit. 


For more data circle No, 1 on coupon, p. 88 


Opalescent Finish Paint 


A new opalescent interior finish 
paint with a light reflectance, sug- 
gestive of “3 D” depth, is an- 
nounced by the Sherwin-Williams 
Co. The product, called Opal-Glo, 
is designed for application by the 
professional painter on walls and 
woodwork. It is described as an 
enamel type of formulation with 
a hard, smooth finish having light 
reflectivity from an aluminum in- 
gredient. The finish is washable 
and dries overnight under normal 
conditions. 


For more data cirele No, 2 on coupon, p. 88 


New Fan Line 


Six models comprise the 1954 
Command Air Fan line introduced 
by Commander Manufacturing Co. 
Included are Desk Fan, Pedestal 
Fan, Hassock Fan, two all-pur- 
pose fans and a Reversible Win- 
dow Ventilating Fan. “Wide open” 
design characterizes each model. 
All units except the Model 12 All- 
Purpose Fan have 3-speed motors 
and operate on 115 V. 60 cycle 
alternating current. 


For more data circle No, 3 on coupon, p. 88 


80 


AT SiDES OF 4 
window ar) 


AT TOP AND 
BOTTOM OF 
WwInDOW 











New Metal Weatherstrips 


A new “snap-on” weatherstrip, 
manufactured by the Master Metal 
Strip Service, Inc., has been de- 
signed for awning type and out- 
swinging casements as well as 
double-hung windows. To elimi- 
nate air seepage, the units are in- 
serted permanently and provide an 
excellent tension weather seal 
states the manufacturer. 


For more data circle No. 4 on coupon, p. 88 


Portable Fire Extinguisher 


A new line of air pressurized 
Alfco Dry Chemical Fire Extin- 
guishers has just been announced 
by American - LaFrance - Foamite 
Corp., which the manufacturer 
claims will stop fires faster. Ready 
to go, the units can be partially 
operated and left standing without 
loss of air pressure, should a fire 
reflash before the extinguishers 
are recharged. 


For more data circle No. 5 on coupon, p. 88 


w 


Comoination Power Kit 


A jig saw and a Fixmaster No. 
3852 drill kit are being offered in 
combination at a special price by 
Cummins-Chicago Corp. during 
Hardware Week, April 16 through 
24. The jig can be operated by any 
good quarter-inch electric drill, so 
the buyer can take the package 
right home and start sawing. The 
Fixmaster Kit contains 37 pieces. 


For more data circle No. 6 on coupon, p. 88 


February 


Formica Yanitory Unit 


Colorful Formica Vanity Fair 
Vanitories for bathroom, powder 
room or dressing room, available 
in three basic stock models in nine 
colors, have been offered by Na- 
tional Vanity Co. With built-in 
lavatory sink, dressing table, stor- 
age drawer and roomy storage 
cabinet, the unit features an op- 
tional matching Formica medicine 
cabinet with sliding mirror doors. 
Larger units are available with 
two sinks and larger cabinets than 
that shown. Left or right-hand 
units can be obtained. 


For more data circle Ne. 7 on coupon, p. 88 


Panel Window Hardware 


An opening mechanism that 
swings ventilating panels of the 
multi-panel windows outward and 
downward to any degree of open- 
ing has been designed by Grand 
Rapids Hardware Co. Merchan- 
dised as the “Ven-Trol-Gear”, the 
unit opens and closes windows 
weighing up to 40 pounds smooth- 
ly, noiselessly and with a mini- 
mum of effort the manufacturer 
reports. The mechanism is an in- 
tegral part of the window. 


For more data circle No. 8 on coupon, p. 88 


Package Wiring 


The Arrow-Hart & Hegeman 
Electric Co. announced a “package 


plan” of distributing electrical 
equipment. They claim that it 
marks the first time in the history 
of the electrical industry that all 
the wiring devices needed for the 
home have been offered in one con- 
venient package. Any one of 4 
packages may be selected, depend- 
ing on the size of the home. Two 
types of each package are also 
availabie—one for minimum needs 
and the other for both present and 
future needs. 


For more data circle No. 9 on coupon, p. 88 


Galvanized Metal Primer 

A specialized paint, satisfactory 
for finishing galvanized iron gut- 
ters, downspouts and roofing, with 
a: mix-it-yourself component of 
zine dust is being merchandized by 
E. I. Du Pont De Nemours & Co. 


1954, AMERICAN LUMBERMAN & 





The primer, states the manufac- 
turer, will adhere to galvanized 
metal. This product fills the need 
of a storeable galvanized metal 
paint. It works equally wel! on 
copper. 


For more data circle No. 10 on coupon, p. 88 


Personalized Door Knocker 


A solid brass, personalized door 
knocker under the trade name of 
Dor-Nok has been introduced by 
the Graham Manufacturing Co. 
Available in all initials, the brass 
is rust resistant, guaranteed for 
five years, and treated to maintain 
luster. The manufacturer states 
that this item is easy to install or 
remove. 


For more data circle No, 11 on coupon, p. 88 


Adjustable Shower Fixture 


From one set of valves an ad- 
justable combination shower or 
tub head serves many purposes. As 
a children’s shower, for filling the 
tub, or as a full length shower, the 
unit adjusts to correct height for 
each user. Adjusto Tub and Show- 
er Fixtures are built for lifetime 
service states the manufacturer, 
Milwaukee Flush Valve Co. 


For more data circle No. 12 on coupon, p. 88 


Roof Guaranteed for Life 


Aluminum Life Shingle Corp. 
has launched national distribution 
of aluminum shingles for roofs 
which they guarantee for the life 
of the structure. Every 9” by 18” 
shingle is interlocked to its neigh- 
bor on all four sides resulting in 
a solid, one-piece roof. Designed 
to allow for expansion and con- 
traction, a single nail in each 
shingle holds it securely. A variety 
of baked enamel colors or the nat- 
ural aluminum are available. 


For more data circle No. 15 on coupon, p 88 


BuiLp1nc Propucts MERCHANDISER 


Porcelain-on-Steel Roofing 

An improved enameled steel 
roofing and siding material, called 
V-CORR, specially suited for in- 
dustrial building construction and 
repair, has been put on the market 
by The Toledo Porcelain Enamel 
Products Co., a subsidiary of The 
Bettinger Corp. According to the 
manufacturer the enamel coating 
on the corrugated steel offers 
“complete protection against fire, 
corrosive gases, moisture, steam, 
smoke and salt air, and reduces 
roofing and siding costs.” Sold in 
sheet squares of 100 square feet, 
V-CORR is available in a range 
of different gauge steels, from an 
18 to 24 gauge. 


For more data circle No. 14 on coupon, p. 88 


Removable Window Units 


An easily removed weather- 
stripped and balanced window 
unit, reported by Roach & Musser 
Co., has a removable sash. Bal- 
ances of flocked spring type when 
specified, expandable tubular type 
weatherstripping, toxic and water 
repellant treatment are noted fea- 
tures. E-Z-Kleen removeable win- 
dow units are made of Ponderosa 
Pine. 


For more data circle No, 15 on coupon, p. 88 


New Staples 


Markwell 
nounced the availability of its new 


Mfg. Co., has an- 


“L3DTC” Tinned Copper (9/16” 
leg) Staples which may be used in 
the Markwell “L3” Builders Tack- 
er without any mechanical adjust- 
ment to it. This fully rust proof 
Staple is ideal for applying ceil- 
ing tile, cornerite, wire lath where 
it is essential to eliminate the dan- 
ger of having a Staple rust states 
the manufacturer. 


For more data circle No. 16 on coupon, p. 88 


Centrifugal Fan Ventilator 


Complete redesigning of their 
“Airlift” centrifugal fan ventila- 
tor is announced by the Swartout 
Co. A new one-section hood, lifting 
on hinges or removable—depend- 
ing on size, covers motor chamber 
and directs air exhaust downward 
for dispersion over roof. Cata- 
logued in 14 sizes and a wide 
range of capacities, it is designed 
for low noise level duct exhaust. 

For more data circle No. 17 on coupon, p. 88 


(continued on page 83) 





What’s YOUR Answer? 


Being first in reporting signifi- 
cant national and local trade de- 
velopments is an 80-year-old habit 
of the American Lumberman Mag- 
azine. A recent example of this 
was in the February 8 issue in 
which we gave you the first com- 
plete and factual coverage of the 
panel construction system devel- 
oped by the University of Illinois 
Small Homes Council and the 
Lumber Dealers Research Council. 
In this issue we give you the first 
set of dealers’ comments on this 
new construction system. Subse- 
quent issues of the American 
Lumberman will tell you how deal- 
ers are using this system to effec- 
tively combat the prefabricated 
house manufacturers. Can you 
afford to be without this vital in- 
formation? 


What’s YOUR Score? 
9 to 10 correct: Excellent! 


7 or 8: Good. 5 or 6: Fair. 


1. An ad by what sanding ma- 
chine company tells how a Grand 
Rapids, Mich dealer made more 
than $6,000 on his machine rental 
department? 


2. How much profit per unit is 
earned by the Foley Brothers 
Lumber Co. on its do-it-yourself 
garages? 


3. What is mountain - grown 
Lockwood? 

4. How does the Diamond 
Match Co. utilize TV to promote 
sales in its 11 line yards in Maine 
and New Hampshire? 

5. A coil of pipe is featured in 
an ad by what manufacturer? 


§. Printed in connection with a 
story on new and remodeled baths 
is the figure on how many homes 
in the United States are now 50 
years old or older. Can you name 
the figure? 


7. Anew “Silentite, convertible, 
all-purpose window” is announced 
in a three-page advertisement. 
Who is the manufacturer? 


8. The Fred Harsch Lumber Co. 
incorporated three main features 


into its new yard. Can you naze 
two? 


9. What manufacturer of roll- 
ers for painting features a photo- 
graph of coins in its ad? 


10. In a special American Lum- 
berman exclusive, 10 dealers from 
all parts of the nation give you 
their opinions on what important 
recent development? 


Answers on page 84. 








qudlify lumber because: 


You're assured a continuous supply of 

choice timber — basis of the fine 

quality of MEDCO lumber. This com- 

pany has behind it a vast tree-farm 

of over one and one-quarter billion 

feet, over 82,000 acres, which is 
being harvested cyclically. It is here that MEDCO 
grows 5 different species—Douglas Fir, Sugar Pine, 
Ponderosa Pine, White Fir, and Incense Cedar—to 
supply the various grains and textures for the job 
your builders have in mind. 








MEDCO operates one of the world’s 

most modern lumber manufacturing 

plants, capable of producing over 

350,000 feet of well-manufactured 

lumber per day. MEDCO lumber is 
wooded and re-graded three to four times in the 
process of manufacture before loading, insuring ac- 
curacy on grades, and is given a final re-inspection 
at the car door by qualified grader-tallymen. 





Vf MEDCO’ s tree-farm and ensurpaned 
"Yf facilities enable MEDCO to offer you 
a fine variety of quality lumber prod- 
ucts. Here are a few sample MEDCO 
items that indicate why many buyers 
choose MEDCO for ALL their lumber 
needs! 
OLD GROWTH DOUGLAS FIR—Unseasoned Dimen- 
sion and Timbers; Kiln-Dried Flooring, Siding, Finish 
and Moulding; WHITE FIR—Kiln Dried Dimension and 
boards; PONDEROSA PINE—Kiln Dried Knotty Pine 
Panelling, 4/4 to 8/4 Selects & Commons; SUGAR 
PINE—Kiln Dried 4/4 to 16/4 Selects and Shop 
Lumber; INCENSE CEDAR—Kiln Dried Boards,S4S, 
S/L, CM, & Panelling. 
Beck ite. ee For quality lumber contact your MEDCO representative today! 


Uniform Quality 
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NEW PRODUCTS 


(begins on page 80) 





Garage Doors 


A new garage door design is be- 
ing offered by Frantz Manufactur- 
ing Co. It is the No. 450, a five- 
section overhead-type garage 
door made for 8’ x 7’ openings, but 
two other doors of the same design 
—No. 459 (single) and No. 466 
(double) are available for 9’ x 7’ 
and 16’ x 7’ openings respectively. 
Only 121%” headroom is required, 
and the handle can be installed on 
either side. All hardware parts, 
except springs, are either zinc 
plated or made from galvanized 
steel. The door is said to be very 
easy to operate. Included are Off- 
set Joints to seal out weather, Tap- 
ered Track with full 16” radius 
curve, exclusive safety-catch to 
prevent rebound, automatic 
double-action latches, and steel 
ball bearing rollers. 


For more data circle No, 18 on coupon, p. 88 


lee Walt Ken 


Flat Wall Enamel 


Colorizer Flat Wall Enamel, an 
odorless alkyd-base interior finish, 
has been announced by Colorizer 
Associates. It is now being pack- 
aged and sold in Colorizer’s new 4- 
color label. The new flat wall 
enamel is another in the group of 
interior and exterior Colorizer fin- 
ishes giving the dealer a range of 
1,322 colors, through the use of a 
small stock of base paint and Col- 
orizer colorants. It is said to be a 
highly washable, easy-working fin- 
ish giving excellent coverage on 
most surfaces in one coat. 


For more data circle No. 19 on coupon, p. 88 
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Sliding Closet Unit 


Newest addition to the Amweld 
line of “K.D.” Sliding Closet 
Doors, as produced by the Build- 
ing Products Div. of The Ameri- 
can Welding & Manufacturing Co., 
is the new “King Size” Unit. This 
new product is designed to provide 
floor-to-ceiling storage space and 
make closet shelves more acces- 
sible. Prime coated with a baked- 
on neutral color snythetic enamel, 
the “King Size” K.D. Unit comes 
to the user ready for finishing. A 
screw driver is the only tool re- 
quired to install the unit. The 
hardware snaps into place and 
makes for smooth, quiet operation. 
The rollers and spring-tension 
guide are of nylon and the door 
pulls are non-tarnishing plastic. 

For more data circle No. 20 on coupon, p. 88 


Bathroom Cabinets 


Space Maid was designed to in- 
crease storage space in the bath- 
room. Model A Space Maid, for 
new construction primarily, is 24” 
wide, 1134” inside depth and 30” 
high and is divided into 9 com- 
partments. Designed to recess into 
the wall around the vent pipe, it is 
installed directly above the toilet, 
recesses 512” into the wall and 
extends out over the water tank a 
total of 7”. Model “B” is 8” deep, 
24” wide and 30” high, has a total 
of 3-1/3 cubic feet of storage 
space. Model “B” is designed for 
existing houses and is mounted on 
the surface of the wall. Builders 
Manufacturing Co. 

For more data circle No, 21 on coupon, p. 88 


Paint Remover 


Ludlow Products Corporation 
has announced a new model elec- 
tric paint remover. Named the 
Super Glo-Torch, this new tool 
wipes off the most stubborn coats 
of old paint from any wood sur- 
face at a speed of up to twenty 
feet per minute states the manu- 
facturer. The Super Glo-Torch has 
a G. E. Calrod 1000 watt, 115 volt 
AC/DC heating element under a 
stainless steel reflector. It is light 
weight (11% pounds), is equipped 
with a No. 16 heavy duty electric 
cord with unbreakable plug, and 
uses only 1 kw per hour. 

For more data cirele No. 22 on coupon, p. 88 


New Speedril 


Lockwood’s new Speedril is a 
combination jig and boring tool 
for installation of Lockwood cylin- 
drical locksets. It clamps to the 
door, ready for action. Long 
handle provides good leverage, 
makes light work of boring states 
the manufacturer. After bore is 
finished (inset), operator simply 
opens split bushing, removes wind- 
ing handle and pushes threaded 
shank through hole. Originally de- 
signed for use with Lockwood's 
new ‘C’ series locksets, Speedri! is 
available with adapter parts so 
that it can be used with any other 
Lockwood cylindrical lockset. A 
face mortising chisel is also sup~- 
plied. Lockwood Munufacturing 
Co. 


For more data circle No, 23 on coupon, p. 88 


New Paper 


A new paper which provides 
multiple copies of business forms 
without the use of carbon paper 
inserts was announced by The Na- 
tional Cash Register Company. 
The treated paper utilizes the re- 
action of a colorless chemical coat- 
ing with a clay-like material. Ad- 
vantages of using the paper for 
multiple copies include the elim- 


Continued on next page 
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Sell BESTT 


Beware of colorful carload talk — loaded 
with big investment costs and low profits. 
Plan now to sell BESTT PAINT Rollrs and 
get a Full profit whether you sell a dozen 
or a gross. Remember BESTT guarantees you 
the finest quality roller dollar for dollar 
from Triple A toThbriftee . . . because the 
BESTT line is complete — geared to meet 
ALL competitive needs. 


Quality, Reputation and Price assures you of 
an excellent return on every dollar invested 
in BESTT Paint Rollrs. 


To help make your job easier there’s a com- 
plete merchandising program availabie. 


Write today for complete details. 


(To obtain more data on advertised products see page 88) 
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NEW PRODUCTS 
(begins on page 80) 





ination of smudging, speeded effi- 
ciency in handling forms, and an 
end to the dirt and bother of car- 
bon paper inserts. Called NCR 
(No Carbon Required) Paper, the 
new product will be marketed in 
limited quantities this year and 
will be priced to compete with car- 
bon paper systems, the Company 
said. 

For more data circle No. 24 on coupon, p. 88 


Bonding Agent 

The American Sta-Dri Company 
announces the addition of a new 
product called Link. It is a bond- 





Solutions to 
What's YOUR Answer? 


Stop! Read Questions on page 81 


1. Clarke Sanding Machine Co. 
Ad appears on page 4. 

2. 30%. This timely article on 
merchandising do-it-yourself ga- 
rages starts on page 36. 

3. A tempered oak flooring 
made by the Cloud Oak Flooring 
Co. Ad is on page 19. 

4. The firm uses a half-hour 
program entitled “Your Home and 
You.” See page 28 for details on 
how this firm successfully utilizes 
television for promoting sales. 

5. The Plastex Co., makers of 
Plastex Measure-Marked pipe. Ad 
on page 43. 

6. Six million—most of which 
are in the market for new and re- 
modeled bathrooms. See how this 
vast market can be tapped in the 
article on page 48. 

7. Curtis Companies. Ad on 
pages 77, 78 and 79. 

8. (1) All-weather shopping 
comfort, (Z) new and different 
building materials, and (3) a store 
layout to encourage browsing. For 
the facts on this unusual new yard 
see page 40. 

9. Fond du Lac Roller Corp. Ad 
is on page 84. 

10. The panel construction sys- 
tem for one-story houses devel- 
oped by the University of Illinois 
Small Homes Council in coopera- 
tion with the Lumber Dealers Re- 
search Council. Dealers’ comments 
are on page 42. 
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ing agent for insuring a lasting 
bond of plasters and concrete to 
all surfaces except calsomine type 
paints. Link dries quickly (10 to 
30 minutes) and will take a coat- 
ing of plaster or concrete immedi- 
ately when dry or days later. The 
result is a tight, lasting well 
bonded coating states the manu- 
facturer. Link is available in 
quantity in a variety of sizes 
ranging from pint containers to 
50 gallon drums. 


For more data circle No. 25 on coupon, p. 88 


Tweezers 


The 4X Miracle Tweezers is an 
instrument only 3%” long and con- 
sists of: (A) finely drawn tweezers 
equipped with serrations on the in- 
side tips for holding the object to 
be pulled, and serrations on the 
sides to prevent finger slipping, to 
which is attached; (B) a 4X Mag- 
nifier one inch in diameter, held in 
position by means of a channel 
arm which also serves as a housing 
for the tweezers when the instru- 
ment is folded up. Hileco Engineer- 
ing Co. 


For more data circle No. 26 on coupon, p. 88 


Glass Block Window 


Per-Fit Products Corporation 
announces the addition of a heavy 
extruded glass block window to 
their line of double hung and 
slider windows. The new Per-Fit 
Glass Block window is available in 
a wide range of sizes for 6”, 8” and 
12” glass block. The windows have 
etched satin dip lacquered finish, 
double-contact weathering, and 
are of the projected-in type, bot- 
tom-hinged. Matching screens or 
combination storms and screens 
are available. 


For more data circle No. 27 on coupon, p. 88 


BuiLtp1nc Propucts MERCHANDISER 


Steel Stacking Rack 


A new, all-steel stacking rack 
manufactured by the Leebaw Man- 
ufacting Co., is engineered to ac- 
commodate specified pallet sizes. 
It is built with flanged legs so that 
each unit will have rigidity when 
resting on another below. Use of 
these racks permits utilization of 
storage space from floor to ceil- 
ing. Capacities of individual units 
vary according to size. The base 
unit here illustrated is capable of 
handling 1500 pounds. With steel 
side bars spaced at practical in- 
tervals, contents of each rack are 
easily held in position, yet are al- 
ways visible for identification. 


For more data circle No. 28 on coupon, p. 88 





Defiance Rules 


The No. 96 and No. 96F Defiance 
rules newly made with double edge 
graduations, brass plated joints, 
and easy-to-read black numbers 
are specially priced at 59 cents 
each retail, regularly 79 cents for 
Hardware Week. These 6 foot 
rules, manufactured by Stanley 
Tools, are of select native hard- 
wood graduated in 16ths. 


For more data circle No. 29 on coupon, p. 88 


Pre-Packaged Padlocks 


Keyed alike padiccks in sets of 
two or three, packaged in open- 
faced colorful, polystrene plastic 
containers, have been placed on 
the market by The Eagle Lock Co., 
a subsidiary of Bowser, Inc. The 
single keyed sets are being sold 
under the names of Security Twins 
and Security Triplets. 


For more data circle No, 30 on coupon, p. 88 





MANUFACTURERS 
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gon center. 

F. O. Schaefer, president, Cen- 
tral Woodwork, Inc., Memphis, 
named Joe P. Kallaher to cover the 
Mississippi delta and part of east- 
ern Arkansas. Before joining Cen- 
tral Woodwork, he was manager of 
the millwork department of the 
Best Lumber & Hardware Co., 
Memphis. Schaefer said the addi- 
tion would provide better service 
to retail dealers in the area. 

The Winton Lumber Sales Co., 
Minneapolis, further increased its 
representation in the upper mid- 
west with the addition of John P. 
Gallagher to the sales staff, cover- 
ing northern Indiana and the Calu- 
met district of Chicago. He was 
formerly purchasing agent in 
charge of carload lumber sales 
with a leading Ohio and West Vir- 
ginia wholesaler. 

Zonolite Company, vermiculite 
producers, has appointed James T. 
Lorditch and Thomas Hearon new 
sales representatives. Lorditch will 
serve dealers in central Pennsyl- 
vania with the iine of building and 
insulating materials, while Hearon 
will work in south Arkansas and 
central Louisiana. 

Albert Sattich has been ap- 
pointed assistant sales manager of 
the Louisville Cement Co., an- 
nounced John H. Mallon. vice- 
president and director of sales. He 
has been with the company 28 
years and will continue in charge 
of the order and customer-service 
department. 

St. Regis Paper Co. appointed 
Keith V. Swonsen manager of its 
Decorative Panelyte manufacturer 
sales, New York. He will report to 
C. L. Walters, vice-president. The 
plastic laminate manufacturer’s 
Kalamazoo and Detroit sales offices 
have been consolidated and Paul 
Elzey becomes district manager. 

Charles L. Binna was named dis- 
trict sales manager for the moun- 
tain states of the Mid-States Steel 
& Wire Co., Crawfordsville, Ind. 

The latest edition of the Forest 
Products Research Guide, pub- 
lished by the National Lumber 
Manufacturers Assn., lists 17,000 
projects and programs. It is the 
fifth edition of the guide and the 
first published since 1950. The 
386-page book is available at $10 
and is an invaluable research ref- 
erence. 

Net earnings of British Colum- 
bia Forest Products, Ltd., showed 
an increase of 63% over the pre- 
ceding period. Net profits were 
$1,923,697, compared to $1,175,- 
094 last year. Revenue from by- 
products was the highest in its 
history. 

Continued on next page 
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A. Dale Chapman, president, 
Chapman Chemical Co., Memphis, 
has been named one of five out- 
standing graduates in the 50-year 
history of the University of Minne- 
sota School of Forestry. An Out- 
standing Achievement award was 
presented him at the school’s re- 
cent anniversary celebration. 
Chapman has headed his company, 
producer of wood preservatives 
and agricultural chemicals, all its 
20 years. 


G. R. Seidlitz 


C. N. Seidlitz was elected to the 
new position of board chairman 
and his son, G. R. Seidlitz, was 
elected to the presidency his father 
had held since establishment in 
1910 of the Seidlitz Paint & Var- 
nish Co., Kansas City, at the recent 
annual board meeting. The senior 
Seidlitz was also elected executive 
committee chairman to continue 
his activity in company manage- 
ment. The paint company serves 
retail dealers in 20 states and has 
manufacturing affiliates in Los 
Angeles, Baltimore and Detroit. 
The younger Seidlitz joined the 
company in 1938 in sales and man- 
agement capacities; he was named 
vice-president and sales manager 
in 1948 and general manager in 
1950. The new president an- 
nounced company sales hit an all- 
time high in 1958 and its expan- 
sion into the mid-south area. 


Chapman 


Thor Corporation, Chicago, man- 
ufacturers of major kitchen and 
laundry appliances, announced ap- 
pointment of a Seattle distributor, 
Lenihan Distributing Co., which 
replaces the Seattle Hardware Co. 


Jack R. Schwartz (standing), 
assistant sales manager, 8S & W 
Moulding Co., Columbus, and Ward 
Simpson of the sales premotion 
staff, inspect a new ‘portfolio of 
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S & W’s “kingsize” Miraplas tile. 
The new portfolio is available to 
dealers at cost ($5) through local 
Miraplas distributors. 

Dey C. McCray, vice-president 
of the Paine Lumber Co., L#td., 
Oshkosh, announced his retire- 
ment after 48 years with the Wis- 
consin door and millwork manufac- 
turer. George E. Simonson was 
elected to succeed him and will as- 
sume all McCray’s duties in addi- 
tion to his functions as sales man- 
ager . . . Louis R. Schuessler, 73, 
is the oldest employe in years of 
service of the newly formed 25- 
Year club of the Paine Lumber Co. 
He has spent 62 years with the 
company, which ended its centen- 
nial year observance last month. 

Edward V. Sullivan, sales man- 
ager, Lau Blower Co., Dayton, larg- 
est manufacturer of fans and blow- 
ers, announced appointment of Ben 
T. Clark as sales representative of 
the fan division and Harry Roit in 
a similar capacity. The additions 
were made necessary by the con- 
tinued expansion and development 
of Lau Blower Co. 


Lowe Brothers Co., Dayton, has 
named Sidney Bolick division man- 
ager for western New York, an- 
nounces W. C. Rhodes, general 
salesmanager. The expansion in 
the sales group marks increased 
sales in the area. Bolick joined the 
paint and varnish manufacturer 
comaes years ago in Oakland, 
Calif. 


Wise Bolick 


E. H. Meibeyer, vice-president, 
Lufkin Rule Co., Saginaw, Mich., 
announces the appointment of 
Thomas W. Wise as his assistant 
to coordinate administrative mat- 
ters in the sales department. He 
will also work on planning and 
analyses of sales division opera- 
tions and objectives. The estab- 
lishment of two new regional sales 
divisions is also announced: Wil- 
liam F. Rockwell will be sales man- 
ager of the new east central divi- 
sion and D. F. Oltz heads up the 
new west central division. With 
the New York and west coast divi- 
sions, this gives Lufkin four sales 
areas. 

Effective February 1, all sales 
and manufacturing activities of 
the U. S. Stoneware Company’s 
Plastile flooring division were 
transferred to the Conneaut (Ohio) 
Rubber and Plastics Co., an- 
nounced J. M. W. Chamberlain, 


Stoneware president, Akron. Rob- 
ert Hunter is general manager and 
Robert Morris sales manager of 
Conneaut. 


OBITUARIES 


FRANK G. YEAGER, 75, former 
vice-president of the Yeager Lumber 
Co., Buffalo, died January 26 in a hos- 
pital there. 

JOHN A. PATTERSON, 75, secre- 
tary-treasurer of the Hirsch Lumber 
Co., NYC, died in a Port Chester, 
N. Y., hospital after a few weeks’ ill- 
ness. He joined Hirsch in 1897 as a 
salesman. He was a founder and past 

resident of the New York Lumber 

rade Assn. 

EDWARD J. FISHER 56, former 
district manager of the National Lum- 
ber Manufacturers Assn., died re- 
cently in a fire in his suburban Minne- 
apolis home. He had been a semi-in- 
valid in recent years and was alone in 
the house at the time of the fire. He 
entered the lumber business with the 
Shevlin-Carpenter-Clarke Co. and in 
1921 was named transportation man- 
ager for Northern Pine Manufacturers 
Assn. He began his affiliation with the 
NLMA in 1927. He was active in 
Hoo-Hoo. 

JOHN ROLAND WRIGHT, partner 
in C, Leary & Co., London, England, 
died recently. The business will be 
continued by the surviving partners at 
King William Street House. 

CYRIL S. WHEATLEY, 56, founder 

resident of the Albion Lumber and 

illwork Co., Ltd., Vancouver, B, C., 
died in his sleep recently. Born and 
reared in England, he farmed for six 
years after his arrival in Canada in 
1913 and then contracted for logging 
and tie-making. He joined Robertson 
and Hackett Sawmill Co. in 1932 and 
it grew to one of the most diversified 
building supply companies in western 
Canada. He was a past president of the 
British Columbia Lumber Survey and 
a former director of Hoo-Hoo. 

ARTHUR F. LA PORTE, SR., 69, 
Tupper Lake, N. Y., lumberman, died 
after long illness. At the age of 19 he 
became an overseer on extensive lum- 
bering operations in northern New 
York and was active in the business 
most of his life. 

CARROLL V. SWEET, 61, well 
known expert on lumber manufactur- 
ing, frading and waste utilization at 
the U. S. Forest Products Laboratory, 
Madison, Wis., died there suddenly 
recently from a heart attack. He 
headed the laboratory’s division of in- 
dustrial investigations for 28 years 
and directed research. He was a co- 
author of the still standard bulletin, 
“Selection of Lumber for Farm and 
Home Building,” widely known for his 
work on grade standardization and in- 
stcumental in development of the sys- 
tem of house panei construction utiliz- 
ing short lengths. 

MARTIN W. WISE, 50, sales man- 
ager of the Whitmer-Jackson Co., 
Buffalo, died January 12 at his home 
after a year in failing health. He had 
been a noted athlete and was once a 
salesman for the Plunket-Webster 
Lumber Co., New York City. He was 
a member of the Northeastern and 
also the Empire State Lumbermen’s 
Assn. He was with Whitmer-Jackson 
the last 30 years. 
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“GARAGE INQUIRIES also come from 
people who want the units for small 
cottages,’ says H. H. Grant, executive 
vice-president. 





GARAGE 


(begins on page 36) 





Grant. “It looks as though we may 
be wise to go in for small cottages 
as well as garages. While our basic 
unit does not have windows or a 
service door, we have sold these 
items as extras and, of course, 
they are easily installed on the 
fabricating table. 

“We may erect one or two of 
these garages at locations where 
they can be seen by more people 
than pass the garage on display in 
our yard. We may do a direct mail 
program and are placing a display 
type ad in the next printing of the 
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Nos, 
DOUBLE PLATES 
CROSS TIES 
CABLES 
RIDGE BOARD 1s 
ROOF SECTIONS 16 tw 2 
( 60 ft. ) 26 
FILLER STRIPS 


EAVE ORIP 
27 and 26 
ROOFING 3-2/3 sqrs. Color 


murs =f & 
S/lexk 


MATIS «= Roofing 
6D. Box 
16 D. Com, 
Oilean Primer 1 Gal. 
Ollman AlO0 White (or equal) 1 Gal. 
EERRY Canopy or Receding Type 














BILL OF MATERIALS shows what 
garage package contains. 


local telephone directory.” 

Grant concluded: “We have 
every confidence that the garage 
business will develop into one of 
our most profitable markets. 


BATHROOM 
(begins on page 48) 





Follow up inquiries by phone or 
by personal calls. Offer free job 
estimates. 

Here are some ideas other dealers 
have found profitable in making 
bathroom remodeling sales. The G. 
F. Osterhage Lumber Company, 
Vincennes, Ind., advertises plastic- 
finished wall and ceiling panels 
that can be installed by the home- 
owner. Attractive displays of bath- 
room fixtures are seen in the show- 
rooms of Barker-Goldman-Lubin, 
Springfield, Ill., Long-Bell Lumber 
Co., Enid, Okla., and Gray Lumber 
Co., Tacoma, Wash., just to men- 
tion three dealers who have found 
plumbing a big plus sale item. 


“New Profits in Tool Rentals” 

Many dealers are making extra 
profits with a tool rental department. 
Other dealers are considering tools 
for rental. Both groups face the same 
problems. 

You will find the answers to your 
questions in a valuable reprint article 
from American Lumberman entitled, 
“New Profits in Tool Rentals.” Just 
send 10c to American Lumberman, 139 
North Clark St., Chicago 2, IL, and 
we'll mail your copy at once. 








There is a Market in 


Your Community for this 
BETTER Fireplace Unit 


If you are selling the Heatsaver just as a fireplace, you 


are cheating yourself out of sales. . . . The Heatsaver 
is a junior heating plant, sufficient to keep the whole 
home warm in the case of a small home . . . or a large 
home in seasons of moderate cold . . . or any home 
in the country’s milder zones. It gives greater heat 
delivery because (a) air is circulated around the upper 
surfaces, nearly doubling the convection area, (b) dis- 
tinctive duct design draws air through hottest portion 
just above throat, (c) baffle sheets aid in heating cir- 
culated air, (d) convenient installation. No supple- 
mentary insulation required. Long dependable service 
is assured. Surfaces in contact with the flame are ai! 
heavy steel plates, Y% or Y% inch according to locntion. 
Donley Poker Control Damper is integral. Make sure 
your Donley Catalog is the latest. 


THE DONLEY BROTHERS COMPANY 


13928 Miles Avenue, Cleveland 5, Ohie 


pontey HEATSAVER Fireplace 


BuILpInc Propucts MERCHANDISER 


Charm of an 


open fireplace 


Efficiency of a 








small furnace 
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FINISH PER BOX 
3" x a Brass Plated, Loose 1 Pr. with” 
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ALL BUTTS PACKED 100 PAIRS TO A WOOD CASE 


MAIL OR PHONE YOUR ORDERS TODAY! SOLD BY LEADING DISTRIBUTORS FROM COAST TO COAST 
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SEWARD HARDWARE & METALS CO THE WEL-BILT PRODUCTS COMPANY 
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ADVERTISERS’ INDEX 


Acme Appliance Mfg. Co 
Acme Quality Paints, In 
Ahonen Lbr. Co. ..... 
Air-King Mfg. Corp. 
Alumatic Corp. of America 
Aluminum Co, of America 
American Sta-Dri Co 
American Zinc Institute 
Arrow Lock Co. 


Belson Mfg. Co. 


Oregon Lumber Company 
Orlin Co., M. D. 


Ozark Oak Flooring Ce., Bess 


Padgett-Smith Flooring 
Penens Corp. .. 
Pittsburgh Plate Glass Co 
(Brush Div.) . 
Pittsburgh Plate Glass Co. 
(Glass Div.) 
Pittsburgh Plate Glass Co. 
(Paint Div.) . 
Plastex Company 
Pullman Mfg. Corp 


Schneider Bros. Lbr. Co. ; 
Seward Hardware & Metals Co.. 
Standard Conveyor Co... 


Tannewitz Works .. 
U. 8S. Plywood Corp.. 


Wabash Screen Door Co., The.. 
Weather-Proof Co., The..... 7 
Webster Lbr. Co., H. FE. 


Wel-Bilt Products Co., T 
Wells Lbr. Co., J. W 

Wells Lbr. Co., 

White Motor Co.......665eeuee 
Wisconsin-Michigan Page ... 
Wooster Brush Co., The 


Boehm-Madisen Lbr. 
Bonifas Lbr. Co., Wm 
Bunyan Lbr. Co., Paul 
Burgess Vibrocrafters In 


Red Devil Tools 
Rockwood Mfg. 
Roddis Plywood Corp 


Russell & Erwin Div., The 
American Hardware Corp 


Cadillac-Soo Lbr, Co. ... 
Carr, Adams & Collier Co 


Chevrolet Div. of Genera! 
Motors 


Christiansen Co., C. M. 
Clarke Sanding Machine “o 
Cloud Oak Flooring Co 
Conkling Co., The Frank A 
Connor Lbr. & Land Co., The 
Consumers Glue Co..... 
Copeland Lbr. Co 

Crossett Lbr. 


Curtis ¢ tas terat ch Service 
Bureau 
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Dexter Lock Co., Sub. of 
National Brass Co. 


Donley Brothers Co., 
Durham Co., Donald 


Evans Products Co.... 


Flavelle Cedar Limited 
Fond du Lac Roller Corp... 
Follansbee Steel Corp... 
Fox Lbr. Co., Abbott .. 
Franklin Glue Co., The 


Georgia-Pacific Plywood C 
Gillies Bros. & Co., Ltd......... 
Goodman Lbr. Co 


Goodyear Tire & Rubber Co., 
Flooring Div. 


Grand Traverse Se 


Hall-Wessel Co. .... 
Haskelite Mfg. Corp 
Hassall, Inc., John 
Heatilator, Inc. 

Hines Lbr. Co., Edward 
Holt Hardwood Co... 


Insulite Div . 
Ontario fF 


Minnesota & 
*aper Co 


Keystone Wire Cloth Co 57 This 
Klumb Lbr. Co., C. E. 


profit-builder 

will help you promote 
Hardware Week this year. 
Act now. 


ORDER FROM YOUR 
WHOLESALER-A VAILABLE 
ONLY UNTIL APRIL 15 


LX) 3% 


THE FRANKLIN GLUE CO. 


COLUMBUS 15, OHIO 


Koza Co., Edward J.... 


CONTENTS 


24 tubes (FREE) of FRANKLIN GLUE to sell 
@ 15¢ each $3.60 

12 tubes (FREE) of EVERTITE GLUE to sell 
@ 15¢ each $1.80 

12 Quarter-Pint cans of FRANKLIN GLUE 
to sell @ 50¢ each .. 

6 Half-Pint cans of FRANKLIN GLUE to 
sell @ 85c¢ each 

4 Pint cans of FRANKLIN GLUE fo sell @ 
$1.50 each . $6.00 


Lowe Brothers Co., The 
Lumberm ens Mutual Casualty 


(0) Malta Mfe. Co., The.. 

@K) Mastic Tile Corp. of America 
(DM) Mauk Lbr. Co., The C. A 
(DO) Mauk Seattle Lbr. Co 

(OP) McCloud Lumber Co 

(0@) Medford Corporation 

(0% Michigan Pole & Tie «: 


$5.10 


==——see 


| Total Retail Value ......$22.50 


YOUR COST.. $11.40 


(To obtain more data on advertised products see page 88) 89 


(EA) National Mfg. Co... 99 
(2B) New York Wire Cloth Co 10-11 
(EC) Norcross & Sons Co., C. 8 53 
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Insulation Merchandiser 


The problem of bringing short 
lengths of super fine fiber glass to 
retail customers for “do-it-your- 
self” insulating jobs has been 
solved with the new reel-type dis- 
penser rack available through 
Libbey-Owens-Ford Fiber Glass 
Company distributors. The rack 
stands 60-inches high and holds a 
24-inch wide roll. Twenty-seven 
display cards are furnished with 
each rack, An adjustable cutting 
guide enables the dealer to make 
a straight, even cut. 


For more data circle No, $1 on coupon, p. 88 


Glue Promotion 


The 1954 Hardware Week Spe- 
cial of Franklin Glue will give the 
retailer a 49.3% profit to help pay 
for extra promotion. The extra 
profit is made possible by giving 
two dozen tubes of Franklin Gen- 
uine hide glue and one dozen tubes 
of Evertite clear-white glue free. 
This makes 36 sales a’, 15c, a total 
of $5.40 profit in addition to the 
dealer’s regular profit on a popu- 
lar size assortment of glue. 

Included in this Hardware Week 
Special are one dozen quarter- 
pints in the package unit which 
sell at 50c each, and six half-pints 
and four pints in addition to the 
36 free tubes. Newspaper ad mats, 
cuts and folders may be obtained 
from the Franklin Glue Co. 


For more data circle No. 32 on coupon, p. 88 


90 


=> SALES: AIDS 


Cabinet Catch Packaging 


Three packaging advances by 
the American Cabinet Hardware 
Corp. are offered to dealers han- 
dling the Amerock magnetic cabi- 
net catch line. A Quick-Service 
display carton, holding one dozen 
individual packages in upright 
visual position, was announced. 
The new “Try-it” demonstrating 
card with mounted catch for cus- 
tomer trial and the special three 
dozen dealer package for Hard- 
ware Week are the two other pack- 
aging services. These sales aids 
for the No. R9765 Magnetic Cabi- 
net Catch are available from 
Amerock wholesalers. 


For more data circle No. 33 on coupon, p. 88 


Wall Paneling Display 

A single fold-away display unit 
depicting different types of panel 
beard with cut-through sections 
illustrating application methods is 
being offered to dealers. Designed 


for “How-to-do-it” shows and 
trade exhibits, the East Coast Tile- 
bord Corp. states that a smaller, 
counter-type edition is also avail- 
able. Use of mouldings and divider 
strips is also shown. Reservation 
of the display and a personal rep- 
resentative service can be ar- 
ranged by letter. 
For more data cirdle No, 34 on coupon, p. 88 


February 


Insulite Board Display 


A black wrought iron stand of 
modern design supports the new 
Insulite interior finish display for 
lumber dealers. Needing only 18 
inches of space, the display high- 
lights the new colors and flame- 
resistant surfaces on all products. 
The sample composite sample 
panel is installed on a swivel per- 
mitting the board to revolve to 
show both sides. A literature dis- 
penser is attached. 

For more data circle No. 35 on coupon, p. 88 


National Sales Program 


Lumber and building materials 
dealers throughout the U. S. are 
able to receive sales aids and dis- 
plays to boost Spring building and 
remodeling with new Marlite 
Plank and Block from Marsh Wall 
Products, Inc. Easy installation 
and economy are featured in the 
program. Included are a counter 
display, folder, “color deck,” full- 
color catalog, mats, movie playlets, 
radio and TV spots, publicity stor- 
ies and installation sheets. 


For more data circle No. 36 on coupon, p. 88 


a™=——-- 


Screw Driver Deal 


Featured as a special for Hard- 
ware Week is the “Yankee-Handy- 
man” Spiral Ratchet Screw Driver, 
No. 233H offered by North Bros. 
Mfg. Co. Regularly priced at $4.75 
retail, it will carry the special 
price of $4.29 each. A tough, trans- 
parent Tenite II magazine holds 
one of each drills 5/64”, 7/64”, 
9/64”, and a 5/32” bit for driving 
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small screws. One 14” screw driver 
bit is supplied in the chuck. Four 
No. 233H drivers are packed in a 
counter display at no extra cost. 


For more data circle No. 37 on coupon, p. 88 


Sliding Door Hardware 

A new combination stock and 
display case for the recently an- 
nounced line of M-D Sliding Door 
Hardware is available to dealers 
from the Macklanburg-Duncan Co. 
Large enough to carry a complete 
assortment of track and hardware 
to fit almost every job, the display 
serves as a demonstrator also. 
Packed with every case are 50 four 
page folders giving details on M-D 
Sliding Door Hardware. 


For more data circle No. 38 on coupon, p. 88 


NEW <} EQUIPMENT 


Lumber Jack 

A new hydraulic machine for 
handling lumber is now being in- 
troduced by the Tipps Tool Com- 
pany. Designed for mounting on 
any 11% ton or heavier truck chas- 
sis, the Lumber Jack features the 
famous “Mico Brake Lok” which 
permits the operator to hold the 
brake while loading or unloading. 
Steering and driving speeds have 
been reversed so that operator 
faces working load at all times. No 
cable is used to wear or fray— 
load chains of double capacity as- 
sure longer life with double safety. 
The Lumber Jack can be installed 


at the factory or shipped to the 
owner for installation. 


For more data circle No. 39 on coupon, p. 88 


Heavy-Duty Towing Tractor 


A new field-tested heavy-duty 
towing tractor with a maximum 
draw bar pull of 7,500 pounds is 
now available from the Clark 
Equipment Co. Known as the 
Clarktor-75, the tractor has an 82- 
hp Chrysler 6A engine, exception- 
al steering ease, fluid coupling, 
and ample power for heavy loads. 
Four wheel brakes, interchange- 
able drive and steer wheel tires 
and rims, and overhead suspension 
of clutch and brake pedals are 
other features. 


For more data circle No. 40 on coupon, p. 68 











WHITE FIR 











PONDEROSA -PINE 


High Altitude, Sott Textured Growth 
Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 





INCENSE CEDAR 


CALIFORNIA 














TANNEWITZ | 


for Swing Saws \ 


SAVES : 


30 Days Free 





ORDER NOW 
CIRCULAR 


TANNEWITZ WORKS 
na 





AUTOMATIC 
GA UG'E 


VA 


LUE 





RADE 


Trial 


OR SEND FOR 


RAND RAPID 


a 





Ane HARD 2ND 
Saves uP TO 50% 


PLUS 


Show your customers how the wearability of Diamond 
Hard *‘Excellent 2nd’’ and ‘Thrifty 3rd*’ grades makes 
them ideal for economy housing, remodeling, ware- 
houses—-wherever durability is desired. Add that they 
can save up to 50% . then watch the sales roll ini 
Another Diamond Hord value is the new *"*Gymnasium’’ 
grade. Get the full story. Phone 3633 or 6400 today! 


3RD 
MAPLE Floonime 





J. W. WELLS LUMBER CO. 


Menominee, Michigar 


; 
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Spray painters will be interested in 
a black and white, sound 16 mm. film, 
“Making the Most of the Spray Paint- 
ing Method”, produced and made avail- 
able by DeVilbiss Co. The film, a 45 
minute feature, illustrates the four 
basic principles of spray finishing. 
These are: proper equipment, control 
factors important to achieve highest 
quality results, spray painting tech- 
niques, and the necessary care, clean- 
ing and maintenance of equipment. 


For more data cirele No. 41 on coupon, p. 88 


A safety tread and threshold 12- 
pege catalog, released by Wooster 
*roducts, Inc., illustrates a complete 
variety of treads and metal available 
to the bey = supplies dealers. In- 

cluded are full size cross-sections and 
Cc N- LU- Cc EL miscellaneous accessories such as 
Cellulose Wallpaper Paste plates, curb bars, window and elevator 
sills. 

For more data circle No. 42 on coupon, p. 88 


@ GOOD ADHESION ... slides easily. 


Three Dry Wall finishing systems 

@ DISSOLVES QUICKLY in hot or cold (smooth, sand, texture) for interior 

water... won't spoil. finishes on dry wall construction are 

described in og by the Sher- 

@ FREE FLOWING... .won't cake in box. win-Williams o. quipment needed, 

F , , surface preparation, joint preparation 

sate Fae we and finishing techniques are covered 
CONSUMERS GLUE CO in the booklet. 


N MADLEY $T 166M For more data circle No. 43 on coupon, p. 88 











BRAZILIAN PARANA 


Air or Kiln Dried, Rough or Surfaced Two er Four Sides, Random 
or Stock Widths, Random Eight to Eighteen Foot or Special Lengths 


Kiln Dried Worked to Pattern Mouldings, 
Paneling, Casing, Base and Jambs 


CAR OR TRUCK LOADS—Quotations on receipt of your specifications 


THE FRANK A. CONKLING COMPANY 


Phones: 8-8747 ~ 5-1191 e 








EVERY PORCH & BREEZEWAY 


la] «YOUR MARKET with 


| He | Newest isem in the field Self-Storing Screen and 
Want All Season - All Weather Glass — Instant Open- 
mn Patented Porch Enclosure ing o¢ Closing 


| Tokes “Porch Rooms” ovt of the high-cost 

bracket! Orlin self-storing units are eas 

r tll! erect. Cut costs in half — no need 
combination sash or door jobs. 


can be secur closed or opened i 
the inside. Sold on Exclusive Dealership Basis. 


Compare — @ 30x88 unit retails chout $27. Write or 
phone for discounts. 
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LITERATURE | 


A new Conveyor Catalog shows 
light, medium and heavy duty roller 
conveyors, frames, frogs, curves and 
switches. Also described are belt and 
live roller conveyors and powered roll- 
er curves; slat, vertical, reciprocating, 
pusher bar, and chain conveyors; sus- 
pended tray, book and correspondence 
conveyors; pallet dollies, roll stands, 
ball tables, caster tables, and turn- 
tables; connectors, supports, stands 
and other accessories. Samuel Olson 
Mfg. Co., Inc. 


For more data circle No, 44 on coupon, p. 88 


“Building and Home Insulation” is 
the title of a four page illustrated 
folder released by the Baldwin-Hill 
Company. “How to apply” mineral 
wool batts and blankets, specifications, 
and product descriptions are features 
of the booklet. 


For more data circle No. 45 on coupon, p. 88 


A Chain Saw brochure, entitled 
“Better 3 Ways,” illustrates and de- 
scribes the new Bolens Chain Saw. 
Discussed are details of design, con- 
struction and operation. Power, versa- 
tility and economy of operation are 
also pointed out. Bolens Products Div., 
Food Machinery and Chemical Corp. 


For more data circle No. 46 on coupon, p. 88 


Pierce and Stevens, Inc., makers of 
Fabulon floor finish and Pronto paint 
and varnish remover, announces the 
release of new Fabuloy, described as a 
super-tough clear coating for furniture 
and interior wood surfaces. The finish 
is said to impart outstanding wear- 
ability and long-lasting protection 
from water, alcohol, stains and harsh 
detergents. 


For more data circle Ne. 47 en coupon, p. 88 


“Donley Outdoor Fireplaces, How to 
Build Them,” is the title of a booklet 
released this month by the Donley 
Brothers Company. The step-by-ste 
construction of outdoor fireplaces, val- 
uable tips for building supply dealers 
on selling to the “do-it-yourself,” 
many photographs and fireplace de- 
signs and proper care suggestions are 
special features of the booklet. 

For more data circle No. 48 on coupon, p. 88 


Carbide-tipped blades designed for use 
with radial saws are described in a 
folder issued by the Delta Power Tool 
Div. of Rockwell Manufacturing Co. 
In addition to pictures and descrip- 
tions of the blades themselves, the 
booklet features typical operations in 
which the new blades are said to excel 
—such as making difficult compound 
miter cuts, cutting plywood panels to 
size, ripping solid stock at speeds up 
to 90 feet per minute, making intricate 
cuts in hardwoods and cutting heavy 
aluminum channel and plastics. 
For more data circle No. 49 on coupon, p. 88 


(continued on page 94) 
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Reasons Why You Should 
SELL 


Pittsburgh Red Stripe 
Brushes! 


1. Best Hogs’ Bristle Obtainable! Fine hogs’ bristle 
is hard to get now-a-days, but Pittsburgh's world- 
wide contacts buy the best of it for use in Red 
Stripe brushes. 


2. Finest Man-Made Bristles! Pittsburgh-devel- 
oped Neoceta has been proved the best man- 
made bristle yet! Especially good for use in latex- 
emulsion paints, Neoceta is sold under the Red 
Stripe label in combination with natural bristle 
and in 100% Neoceta fills. 


3. Smoother Paint Jobs! With the new Neoceta 
Velvet-Tip process, along with superior mixtures 
of pure hogs’ bristle, all Red Stripe brushes have 
the resiliency, snap and release characteristics 
that mean smoother work every time! 


4. Consistent Quality! Pittsburgh's reputation 
was built on the Gold Stripe brush—and today’s 
Red Stripe is made under the same constant 
vigilance and extra manufacturing control that 
assure you consistent quality, brush after brush! 


5. Backed By a Century of Experience! Virtually 
100 years of brush manufacturing experience 
stand behind every Red Stripe brush. Pittsburgh 
makes only fine brushes! 


What does this mean to you, Mr. Dealer? Simply 

this: You can sell Pittsburgh Red Stripe brushes 

without fear of comebacks, and with the knowl- 

edge that your customers are getting the best —_— 
brushes made today! It’s your guarantee of repeat 

sales, so keep stocked with Red Stripe. For the 

address of the Pittsburgh supplier nearest you, 

write: PITTSBURGH PLATE GLass Co., Brush Div., 

Dept. C2, 3221 Frederick Ave., Baltimore 29, Md. 


There's a Pittsburgh Brush for every 
home and industrial use 


PITTSBURGH 


Red SOaPS saues 


BRUSHES * PAINTS * GLASS * CHEMICALS * PLASTICS * FIBER GLASS 
PITTSBURGH PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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NEW LITERATURE 


(begins on page 92) 





Miller Sliding Glass Doors, stee] 
sliding door and window frames for 
residential and commercial buildings 
are described in illustrated brochures, 
catalog and specification sheets avail- 
able from the Frank B. Miller Manu- 
facturing Co. Exclusive items featured 
in their line are mechanical weather 
seal and double acting top guides 
states the manufacturer. 


For more data cirele No. 50 on coupen, p. 88 


PER-FIT Products Corp., manufac- 
turers of aluminum windows, have re- 
leased three new folders. The folders 
illustrate and describe design and con- 
struction features of Per-Fit and Best- 
Vent double-hung windows (PB-120), 
the glass block window (GB-140) and 
slider window (SL-130). 


For more data circle No. 51 on coupon, p. 88 


A 2000 lb. capacity fork truck, de- 
signed for fast tiering and available 
in two models, is described in a new 
four-page folder issued by the Elwell- 
Parker Electric Co, The truck, known 
as the F-26T, has one model with a 
68 inch lift especially adapted for 
freight car and truck loading. The 
other model has an 83 inch lift and is 
designed for high tiering. Both mod- 
els are battery powered. 


For more data circle No. 52 on coupon, p. 88 


Information Offered 
In Advertisements 


De wish detailed information on a specific 
or service? Chock Grou Gis ove 

use index of literature ond 

this issue's advertisements: 


CONVEYORS: Bulletin AL-24; Stand- 
ard Conveyor Co. See adv't p. 95. 


DOORS, combination: Descriptive lit- 
erature: Alumatic Corp. of America. 
See adv't p. 71 

FIREPLACE UNITS: Catalog; Donley 
Bros, See adv't p. 94 

FIREPLACE UNITS: Folder; Heatila- 
tor, Inc. See adv’t p. 41 

FURNITURE FRAMES, wrought iron: 
Catalog; Belson Mfg. Co. See adv't 
p. 4 

GLASS, window: Display and cutting 
rack; Pittsburgh Plate Glass Co, See 
adv't p. 59. 

GLUE: Display unit; U. S&S. 
Corp. See adv't p 

HARDWARE, handle locks: Descriptive 
information; Dexter Lock Co, See 
adv’t p. 2 

HARDWARE, hooks, praise: Display 
unit; Hall-Wessel Co. See adv't p. 62. 

HARDWARE, locks: Descriptive litera- 
ture; Russell & Erwin Div., Amer. 
Hardware Corp. See adv't p. 8. 

HARDWARE, screen: Catalog; Nation- 
al Mfg. Co. See adv't p. 99. 

PAINT: Color card; Acme Quality 
Paints, Inc. See adv't pps. 44-45. 
PAINT: Color card, information; Pitts- 
burgh Plate Glass Co. See adv’t pps. 

1 


. 
o 


Plywood 


PAINT: Promotion aids; Lowe Bros. 
Co. See adv’t p. 66 

PAINT BRUSHES: Display unit; Woos- 
ter Brush Co. See adv't pps. 22-23. 

PAINT ROLLERS: Descriptive litera- 
ture; Fond du Lac Roller Corp. See 


PIPE, plastic: Display unit; Plastex 
Co. See adv’t p. 43. 


PUTTY: Newspaper mats; Donald Dur- 
ham Co. See adv’t p. 33. 


ROOF DECK: Descriptive literature; 
Insulite. See adv't pps. 50-52. 

ROOFING, zine galvanized: Informa- 
tion; American Zine Institute. See 
adv't p. 63. 

SANDERS: Rental plan; Clarke Sand- 
ing Machine Co. See adv't p. 4. 

SASH BALANCE: Information; Pull- 
man Mfg. Corp. See adv't p. 63. 

SCREENING, wire: Catalog; Keystone 
Wire Cloth Co. See adv't p. 57 

TILE, floor: Catalog 8-8315; Goodyear 
Tire & Rubber Co. See adv’'t p. 13 

TOOLS, hand; Display unit; Penens 
Corp. See adv't p. 31 

TOOLS, power: Circular; 


Tannewitz 
Works. See adv’t p. 91 


WINDOWS, wood: Demonstrator; Malta 
Mfg. Co. See adv’'t p. 6 





Do-it-Yourself Kit 


More and more dealers are inter- 
ested in promoting consumer business. 
Now the trend is toward helping home- 
owners who want to do their own 
work by providing the building ma- 
terials and services they require. 

American Lumberman has devel- 
oped the only all-purpose Do-It-Your- 
self Kit available for dealer use. It 
contains banners for your windows; 
signs for your trucks; consumer fold- 
ers; suggested direct mail letters; 
newspaper ad mats; radio and tele- 
vision announcements and other aids. 


adv't p. 84 


Price $7. 








BOOKS 


BUYER AND SELLER LUMBER 
CALCULATOR. By H. R. A. Baugh- 
man, Sixth pocket edition. Lumber 
tables show all sizes and lengths in 
general use, and the number of feet 
in any number of pieces can be de- 
termined at a glance—same tables 
can be used for addition, multiplica- 
tion and division; also for computing 
dollars and cents by use of the deci- 
mal point. Also diagram and rules for 
cutting rafters, rules for finding the 
number of shingles and number of 
feet of flooring and siding for any 
size building, other helpful hints. 
Price $4.00. 


EXPERT LUMBER PRICER. By E. 
M. Hiatt. A page for each price per 
thousand, in steps of $1 from $25 to 
$150, and steps of $5 from $150 to 
$200. Along the left side of each 
page are listed by thickness and width 


the different items carried in the or- 
dinary retail yard, and along the top 
margin are the various lengths. Turn 
to the price and find where the item 
and length lines cross, then find price 
per piece. Price $7.50. 


HANDY LUMBER CALCULATOR. 
A useful pocket size manual includ- 
ing a lumber calculator for standard 
sizes, log rules, estimated weights of 
lumber and useful miscellaneous lum- 
ber tabulations. Price 50 cents. 


LIGHTNING VENEER CALCULA- 
TOR. By Vermeulen. Aid to veneer 
manufacturers and users of veneers 
for an accurate, handy and simple 
calculator. Tables cover all dimensions 
from 1/16 inch to 48 inches wide and 
from | inch to 144 inches long. Price 


$5.00. 


AMERICAN LUMBERMAN INC.,, 1398. clerk cricaco z 
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@ Specialists in protection 
for the lumber industry. 
@ professional safety engineers. 
@ more than 90 branch claim offices 
coast to coast and in Canada. 


Substantial dividends have been returned to 
policyholders since organization in 1912. 


Lumbermens 4467 “mw 


Operating in New York state as 
Lumbermen's Mutvel Cesuelty Company of lilinois 
James S$. Kemper, chairmen + H. G. Kemper, president 

Chicago 40 








To 
INDUSTRIALS 
DEFENSE PROJECTS 
RETAIL LUMBER YARDS 


Pe se 
An Experienced Lumber Service In the Hea 
That Knows the Producer's Prob 


lems and the Buyer's Needs. 





4 
STANDARD CONVEYOR CO. 

General Offices: 
North St. Paul, Minnesota 





SAVE TIME—MONEY—MANPOWER 
Investigate THE HANDIBELT 

















This compact, lightweight, reversible-belt conveyor 
unit handles and elevates bundled and sacked com- 
modities — flooring, lath, cement — to proper height 
for loading materiais into car or truck. Two types: 
No. 11 elevates to 7 ft. 6 ins; No. 16 elevates to 10 ft. 
6 ins. Write for HANDIBELT Bulletin No, AL-24, 


Sales and Service in 


Principal Cities RAVITY & POWER 


CONVEYORS 











1912-1953 


‘FLAVELLE CEDAR LIMITED 


MANUFACTURERS OF 


B. C. RED CEDAR SIDING, SHINGLES, LATH 


r 40 year 


PORT MOODY. B C CANADA 






































EFFICIENT LUMBER DISTRIBUTION 
WESTERN & SOUTHERN 
FOREST PRODUCTS 


Dependable Service Since 1928 
CALL US TODAY! 











“tiward J. Koza Company 
WHOLESALE LUMBER 
1791 HOWARD STREET CHICAGO 26, ILI 
TELEPHONE: ROGERS PARK 4-7148 
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GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 
st, WHITE. PINE S22 
Genuine STROBUS) 

Also some Norway and Spruce 

AIR-SEASONED ~ WATER-CURED 
Rough or Dressed 


Capacity 28 million feet annually 


Sawmills — Braeside and Temagami, Ontario 
1842 Member N-A.W.L. Assoc. 1953 
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138 N. Clark 8t., Chicago 2, Ml. 





HELP WANTED 


LUMBER SALESMAN 


manufacturers repr tative =e 
large i Poe warehouse house. Knowledge 


nity for man coqueinted with Seed sprees 4 














Sal- 

and R Ameri- 
7 ¢ ——w~. 2 maison Box R-40, 

Expestonced White Pine lumber inspector; 

goes yoeee- Contact gre Nantke Co., Inc., 

Tonawanda, N. 








Old established m facture of. = d and 


architectural 
bs oy Need ‘Need thorough omapetees ene depent- 
tale ——— ass a 
Lo ° iguonte tions 








SITUATIONS WANTED 


Lumberman, ex manufacturing from 
ome to Car. tribution to Industrials, = 


railroads, furniture manufacturers, 
Radbees Box P-37, American Lumberman, be 
LUMBER YARD MANAGER desires c 18 
experience in retail hy 
can ‘e good refer- 
once. 


R-25. 











or WNetthera, In 
rican Lumbe 


Ohio. Write Box nae rman, 
Inc. 





hic Address Box R-21. 
Lumberman. Inc. 





a basis. Prefer 
man. Address Box P-52, American 
man, Inc. 


Wanted: M ard in town 
‘within 160 milloe of Pectla: Balary ca 
commiasion 2 


jon over $5000.00 last Kaden ar. Give 
age, and ag 
P-54, Ameri lL 


Old established manufacturer of standard end 
architectural millw: located in central 
Ohio. Need csaie competent and depend- 
able detailer and biller, rienced in 
schools, hos pat. churches, soaldoncen. b- 
lic and o buildings. Excellent w 
goomt Aut social benefiits to right 
experience, ., availability, salary, etc. Aa. - 
— Box R-51, » Ine 


MILLWORK SUPT. Men with " epecial "detail 
millwork rience to run a medium sized 
shop. Excellent unity. State age and 
salary needed # rat letter. Write to: Frank 


Au am Sh We @ Villaume Box and Lumber 
ag West Indiana Avenue, St. Paul 











OFFICE } SALESMAN — ~ Needed prominent 
well established Wholesaler of By pre Lum. 
ber and Southern Pine to work Chicago and 
surrounding territory. Should have a p eames 
ability and some 
tunity and compensation. Give details in rst 
totter. Address Box L-46, American Lumbe,- 
man mec. 


Wanted Yard Man. To assist foreman in - 4 
ing out wnall orders from large Chic 
holesale Distributing yard of Hardw 

and West Coast Items. Address Box R-46, 

American Lumberman, Inc. 





STENOGRAPHER 
Large Florida Retail Lumber and Building 
Material Company wishes to empio 
geahee with ex in 


pita 
ance b fit t lecated 
Write references and q 
Box R.48, American Latbesmen, Inc. 
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Filer Wanted. ‘Capable weld, bench, 
8 foot head a 4 Hos: lization 





Young married man desires samen con- 
nection, central Ohio, as manager. 
Accounting, ‘purchasing, retail ae or- 
oughly construction. 
Address Box R-38, American Lumberman, Inc. 








SALES REPRESENTATION 





E 
F 





peter 
pas) 


| 
| 


fp 
Li 


SALES REPRESENTATIVES 
AVAILABLE 


Accounts Wanted—Do-it- lf and regular 
a wanted by established manufacturers 
tatives for six New 1, caviand 
States. e sell to whol dis 
pa and assist them to R. - lines. 
e@ are working salesmen making regular 
calls on buyers. Address Box P-55, American 
Sagemonena. Inc. 








Mw _— a | + 





calling on all lumber 
end building supply deglors in New York, 


New wan 
Maryland, S C., and Delaware 
dle an oomirast item, millwork, 
building * hardware, on 
commniodien —s dovun men on the road. 
Address Box R-30, American Lumberman, Inc. 


LUMBER & DIMENSION WANTED 


ATTENTION 


MANUFACTURERS OF BIRCH MOULDINGS 
100% wholesaler with sales organization of 
eight salesmen calling only on retail lumber 
deal in Mi ta and Wisconsin desires 
mill connection for Birch moldings. We have 
two warehouses on trackage and solicit orders 
for carloads, pooled carloads and out of 
warehouse. 

















Address Box R-47 
American Lumberman, Inc. 
Several carloads ine, spruce, redwood, fir, 
: oak, oon gg aes slats. Cegentons 
ior sma g a sity ce, quality first 
letter. Address Box R-39 pe Lumber- 
man, Inc. 





BUSINESSES FOR SALE 


LUMBER YARD — Buildings only, no inven 
tory or equi mt. On Penn. R.R. 20 miles 
east of an. Excellent for re- 
tail yard or woodworking factory. Will di- 
vide. Address Box P-53, American Lumber- 
man, Inc. 
FOR SALE 

Old established Lumber Yard in prosperous 
farming community. Doing good yearly busi- 
ness, good buildings and equipment. $30,000 
stock—Have other interests. Address Box 
P-58, American Lumberman, Inc. 





For Sale; Ole - Old , Sttablished Lumber Teng - 
large in cil mn upstate New Yor 
} aw Ay ¢/ 2 ques of ad with 
| ms siding and a puildtage in fine condi- 
tion. For full information write Box 1086, 
Schenectady, New York. 

FOR SALE: Lumber and ‘Building Supply in 
Pueblo, Colorado. Best location = eblo. 
Will lease real estate, etc. Sales volume extra 
good. Reason se nearly ft years in 








ntatives wanted to call 

uilding supply jobbers. We 

manufacturers of “door 

locks and have a few exclusive protected ter- 
ritories open on —z!, basis. Mention 
roomary. covered, names and types of lines 
handl Replies held in ist confidence. 
Address Box R-42, American Lumberman, Inc. 


DISTRIBUTORS WANTED 
New line of Santriow Birch paneled kitchen 


sizes. 
Also Formica sink and ‘counter tops. Write 
for catalogues and 
City) 129th Street South on Highway 71, 
Grandview Products Co., (Subusban Kansas 
Grandview, Mo. 














WANTED—Sales Representative for Eastern 

territory by midwestern millwork manufacturer. 

hoy full ae information will 
ept strictly , 

n Address Box R-52, 


Wh 7 3 - 2 

carleoad sales to — +. 

New Jersey and Conn. » -4,F..~4 Kew Ye Pde ge or 
mill shipment. 


commission basis, transit 
idbue Box R-53, American Lumberman, Inc. 





February 


ddress G. Brown, 
Lamar, Colorado, Owner. 


e Sash ond Door Business. Twin Cities. 
wee Good Buildings and Ma ery. 
ase oe stock and detail 
col cand interest. slifed payment t $20,000. 
a rere to qualified man eas 
Box R-35, ne. on 


Building Supply Business doing $145. 000 busi- 
ness last year, 10% net profit. Will sell com- 
lete, real estate, Wire inventory or will 
ease real —_, ill take about $45,000 on 
lease basis or $80,000 complete sale. Located 
in Western Kentucky. Write Box R-37, Ameri- 
cat. Lumberman, Inc. 








For Sale by owner, retail umaber oa hard- 
ware business, located in Southwest Louisi- 
ona. This is a real opportunity. Owner wishes 
to retire. Address Box R-45, American Lumber- 
man, Inc. 

A retail coal and lumber baptnene located 
about 15 miles from Boston, Mass. in a fast 
rowing community. 45,000 sq ft of land, 15 
Buildings. 1 coal pocket, 2 private RR sidings. 
Ideal location for building material 
outlet. Address Box R-44, American Lumber- 
man, Inc. 

Retail lumber. builders hardware and etc. 
Within 60 miles of Los Angeles. Main High- 
way. One of California's most outstanding re- 
tail yards. Modern store, all new buil 

very nice volume, By ye A Sor tna 9 for 
expan . About Address 
Box R-49, American yi Inc. 





1954, AMERICAN LUMBERMAN & 








USED MACHINERY WANTED 


PROMPT SHIPMENT 





100 H. P. Electric motor—s! fap tase 
um- 


rpm 60 orate 220 volt 3 — 
ber Co., Manitowoc, Wisconsin. 
BUSINESS “ WANTED 








Wanted to Buy—a Lumber ont Buil 
rial Su ess, send all 

Strict! °. het ll 
bus, 


Mate- 


lars. 
. Colum- 


Waxudectial. P. 
hie. 





BUSINESS OPPORTUNITIES 





Now available in Southwest Arkansas. 
Location: KCS Railway, Highway 71. 


Approximately 6 million feet high quality soft 
dense shortleaf yellow pine timber, th or 
without about three quarter million feet mixed 
hardwoods and yearly release of about 5 mil- 
lion feet of pine for several years in the future. 
Considerable deed timber available all at 
reasonable price and in logging distance of 
our plant which consist of: 


1 Complete electric driven planting mill, 10,- 
000 sq. ft. floor space with Yates A-20 
double profile machine with ample cutter 
heads, profile heads, complete fi room. 


Ewe story circular sawmill capy. 3M’ per 
hour. 


Portable circular 
l1/,M’ per hour. 
Hyster Model RT-150, 7!/, Ton Capy. (Fork) 
M & M Yard tractor. 

1951 Ford 1/2 ton pickup. 

lf, ton International truck. 

Three room office well equipped. 
Dwelling house. 

All in excellent condition. 


42 Acres land, sufficient space on 42 acres 
for oak flooring plant or other units. 


Ample non-Union labor, electricity and natural 
gas. 


Priced reasonable with or without lumber in- 
ventory, terms to responsible party. Good hon- 
est reasons for selling. 


sawmill capy. about 


Address Box R-54, American Lumberman, Inc. 


LIQUIDATION AUCTION 


WED., MARCH 10, 10:00 A. M. 


Entire holdings of the Mountain 


Hardwood Lumber Co., Inc., Ron- 
cerverte, West Va.. including lum- 
ber yard equipment consisting of 01 
Frick Sawmill, surfacer, planer. re- 
saw, 12 trucks, RDL caterpillar, 00 
Sawmill, woodworking equipment. 
800,000 ft. 


timber, and numerou. 


other items. For sale catalog with 


full details, wire, call or write: 
J. G. SHEETS & SONS—Auctioneers 


—Roanoke, Va. 


Lumber & Building Supply Yard in Central 


Ohio. for lease—Plenty parking s - 
ating since 1932. Room for ies oe 
arrange long lease to reliable party dress 


Box R-43 American Lumberman, Inc. 


3UILDING Propucts MERCHANDISER 


PROMPT SHIPMENT 
BUILDING PAPER 


Insulation 
oy —_ 
Taine “Sage (Larger ‘Ope Lumber 


Miracle Adhesives & Anchor Nails 


SLIDING DOOR HARDWARE 

Joist Hangers (in Cartons 

Delly Varden Corners 

7” all Ties — Areawalls 
NICHOLS ALUMINUM NAILS 
Wooster Brushes 

Attic & Roof Louvers 

ture Louvers (l5c resale) 


(Selling only to dealers) 


HOSKING PAPER & SUPPLY 
P. ©. Drawer 43 Wilmette, Il. 





WANTED — RAILS 


RAILS WANTED 
“— weight—any tonnage 


H. DYER Co., INC. 
2111-A petece Exch. Bldg. » &. Louis 1, Me. 


Beep 

New Relaying 
Always in market to purchase and sell all 
classes railroad equipment. 

M. K. FRANK 

480 Lexington Ave. Park Bidg. 
New York, N. Y. Pittsburgh, Pa. 
_105 Lake St., ike St., Rene, Nev. 


STEEL RAILS 
16H, 20%, 25H, WH. ISH, 40H and Heavier 


MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 











USED MACHINERY FOR SALE 


REBUILT 


Bos Mt TL 
Lit i? 6in. 
Enclosed cab. 


Pressed Steel ta Lift Truck 


Diesel wer 

Four Hee Drive 

p tnvne att Posts Bi oy _wouets 
tan 9 ft 


Diesel = 
Four eel Drive 


60-day Parts Guarantee 
HARVARD EQUIPMENT CO., INC 
295 Cambridge Street 
Aliston 34, Mass. 





We are changing to a 72” carrier and lift 
truck package and offer for sale 3 one year 
old Ross straddle carriers Series 70 model 
6663 — 60” capacity. Prices quoted upon 
request. 


These machines are like new and we also 
have plenty of 4°'x4’’x60"’ bolsters with bolted 
legs to go with the machines at $1.50 each. 


HUSS LUMBER COMPANY 
1350 West Fullerton 
Chicago 14, Illinois 


1—Prescott right hand offset carria e 20 it. 
long, shaft is 22° es frame width 51’ 
all width 7° 6". Has 6 trucks. Wheels are 

er, width from outside wheel 
to wheel is 59”. Has three blocks, ope’ 
48", height knee blocks 21’. Equipped wit 
air set and air . Carriage runs with 
brass bea je ond ee wheel on one side 
other side 
12x45" shotgun. feed with end valves. 
2p ati Ry 30°’ cylinder. 
* diameter pl 


8” 
Boehm-Madison Pere ts Co. Milwaukee, Wis. 





LUMBER & DIMENSION 
FOR SALE 





QUICK SERVICE TO DEALERS 
CL er LCL shipments 


Arcbitecturel ‘Trim and Woodwork 
Stair Treads and Risers 
Plank Fleoring—Wall Paneling 
Door Sills and Thresholds 
Special Windows and Doors 
Church Furniture 
Quick Estimating Service 


2,000,000 feet of hardweods and 
softweeds in stock 


THE BUCHANAN LUMBER COMPANY 
Cumberland, Maryland 





Kiln Dried Douglas Fir Industrial 
Standard sizes through 16/4 
Alse 
Extension Ladder Rails 
Cut Door Stock 
Step-Ladder Stock 
Inquiries answered promptly:. 


Al Clements Lumber Co. 


P. ©. Box 908 
Eugene, Oregon 


Clears 
Mouldings 


Millwork Blanks 


Phone 5-3317 TWX EGO49 





ATTENTION DEALERS 
TRAVCO QUALITY REDWOOD 
KD CRA Gradestamped 
3 Carloads—Prompt Shipment 
%4x8 Aye. Btr. Bungalow Sdg’. MG 


$175.00 MSM Div'd. 1.21 rate 
$175.25 MSM Div'd. 1.23 rate 


$176.00 MSM Div'd. 1.30 rate 


Inquiries invited—mixed cars Pine, White Fir 
with Redwood. 


Price List on Request 


TRAVCO, INC. 
West Coast Forest Products 
26 & E. Santa Clara, San Jose 27, Calif. 


FOR ee LUMBER 


Now be d at Mills in Northern Indiana 
and Illino’ e . "Standard Grades Crating, - 
Bracing and heavy loading Timbers. Over 2.- 
000,000 ft now available at low delivered 

Ciena area, car loads or 5000 it. 
ruck loads. Send inquiries. 


JOHN BRENNAN & CO., LUMBER YARD 
5859 W. Ogden Ave. Chicago, Ill. 


MISCELLANEOUS 
FOR SALE 


CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 








~ ADVERTISING YARDSTICKS 


Basswood, 2-color. Same price as 1-color. 
Also Paint Paddl I jate shipment. 





R. J. DUMONT Co. 
156 So. Melrose Ave., Elgin, mh. 


us Patent for - Window Construction. 
Canadian Pat. Pend. for sale. 


Write Josef Meindl 
9 Rocmendy | Pe 
Buffalo 25, 





The sweet young coed flunked her history test but she doesn’t 
think it’s fair because it was all about things that happened before 
she was born. 

. * * 

Bride: “I'm worried about my dinner tomorrow night.” 

Neighbor: “What's the matter?” 

Bride: “Well, John said he was going out to shoot 
dice tonight and I don’t know the first thing about cook- 
ing them.” 

* * * 
Epitaph on a hipster’s grave: “Don’t dig me now. I'm real gone.” 
* * * 

Didja see the pictures of Zsa Zsa when she came out 

first on Your Hit Parade? 
« * * 

The U.S.S.R. has claimed spotting cigar shaped space ships 
flying over Russia—all of which is certainly O.K. as long as they 
don’t try putting out their cigars in our saucers 

* * * 

“Waiter, there's a fly in my soup.” 

“Where did you think they went in. September?” 
* * * 

rhe price of coffee being what it is you don’t even have to 
drink it to keep awake 

* o * 

Say—don’t ponder about pine or pine about ponderosa 
just buy and sell the finest, from your safest materials 
source-—the MAUK Lumber Company 

Today it pays to specialize so specialize in MAUK 
today 

a * * 

Simple Celia always orders a double Martini cuz she doesn’t 

like to drink alone 
. * * 

And then there was the intoxicated couple who were 

keeping unsteady company 
> . * 

Psychiatrist: “So your husband imagines he’s a millionaire?” 

Wife: “Yes, and don’t straighten him out, doctor. We need the 
money.” 

. * * 

It's not what young girls know that worries modern 

parents. It's how they found out 
* + * 

Heard of a TV fan who woke up one morning, turned on the 

radio and thought he'd gone blind. 
7 * * 

Do You Know What Dep't 

Do you know what it’s called when a man is twice 
married? Biology 

Do you know what it’s called when a man is three 
times married? Trigonometry 

Do you know what it’s called when a man gets double 
value?’ MAUK lumber products 


MAUK Seattle Lumber Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 


Toledo, Ohic 


(To obtain more data on advertised products see page 88) 





BUSINESS TRENDS 


BUSINESS READJUSTMENT in a downward 
direction is apparently rounding out its sixth month, 
but the movement is still slow. The Federal Reserve 
Board reported industrial production had a “slight” 
decline last month, following a 2% reduction in 
December. The board’s index ended last year at 127, 
which was 7 points under the peak of last May 
and 3 points under the level of December, 1952. 


LETTERS FLOOD the Federal Trade Commission 
since it began probing “unethical” practices of some 
accident and health insurance firms. The postman 
brings 150 to 175 new missives daily, commending 
the agency and supplying new tips. “I’ve never seen 
anything like it in my 15 years here,” says one aide. 


PERSONAL INCOME in December was at an an- 
nual rate about $1 billion under November and about 
$21% billion under October. For the year 1953 per- 
sonal income was 6% higher than in the previous 
year at $2841, billion. 


THE MEN WHO LEND the money which goes into 
consumer credit are getting fussy about the quality 
of the loans and are insisting on shorter maturities, 
job security and income level. Collections are harder 
now than only a short time ago. This all is taking 
place against a backdrop of declining growth in con- 
sumer credit. 


INDUSTRIAL PRODUCTION experienced a 
“slight further decline” in January, the Federal Re- 
serve Board reported. It gave no estimate of the 
extent of the drop from December. In that month, 
output of the nation’s mine and factories stood at 
127% of the 1947-49 average. This was 1.5% below 
the November level. It was 4.5% under December, 
1952. 


FORD MOTOR CO. has started off the year with 
the strongest production spurt of the big three auto 
companies. For January, Ford Motor’s passenger car 
assemblies increased 49% over the like 1953 month, 
while General Motors showed only a 3% rise, and 
Chrysler Corp.’s total plummeted 39%. 


PAYROLL TAXES grow in popularity with U. S. 
cities. Pittsburgh became the latest of 284 Pennsy!]- 
vania municipalities to impose such a levy when it 
slapped a 1% tax on individual earnings, effective 
March 1. Earnings levies also are imposed by Louis- 
ville and by seven cities in Ohio. St. Louis is seeking 
renewal of authority for its tax, which expires 
April 1. 


EASE IN MONEY here became more pronounced 
as commercial paper yield rates fell for the second 
time in three weeks and baiks continued to have 
large excess reserves that were unemployable even 
at day to day rates of one-eighth to one-quarter of 
1 per cent. It was pretty much of a temporary situa- 
tion precipitated in part by delay in collection of 
tax checks and by delayed airmail collection of inte- 
rior drafts. 


SEARS, ROEBUCK & CO. and Montgomery Ward 
& Co. made cuts averaging 8% in retail prices of 
their auto batteries. Sears officials declared the re- 
cent half-cent drop in the price of lead was a factor 
in their reductions. Electric Storage Battery Co. and 
Electric Auto-Lite Co. said no price changes were 
contemplated. 


Advertisers’ Index appears on Page 89 





It pays to insist 
upon the best in 
screen hardware 


Look for this 
flag symbol 


Home owners are becoming more quality-conscious today and 
are vitally concerned about buiiding for permanence. Modern 
methods and materials follow this popular trend of a longer and 
more serviceable life. National Screen Hardware has always 
exemplified the best in design, basic materials and operational 
efficiency. Dealers find it easier to sell and certain to satisfy the 
most discriminating of buyers. 


ry 
Note the variety and the completeness of the sets shown with all 


component parts included for a first-class installation—all 
securely packed including necessary screws, etc. 

A catalog of the complete National line is yours for the 
asking—send for one today! 


No. 86 Nois-Less Storm Sash Adjuster Set 


| , és TP 8,02 cake” BAS yoga 000" 24) gt 
— : ’ 
No. 79 Screen and Storm Sash Hanger 


No. 80 i j 
Screen and 
Storm Sash 


Hanger 
No. 93 Screen and Storm Door Set 


ory aa 


MANUFACTURING COMPANY ‘ring 


er pe 
= wore 


Bie P eee Sh ae et ce St 
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AWNING WINDOWS 


Awning ,Hopper and Stationary Units for Multiple Use 


WEATHERTIGHT~— Fully equipped with anodized aluminum 

weatherstrip. Rigid laboratory tests prove the Bilt-Well Awn- 
EASY TO CLEAN—With ing Window extremely weathertight—will efficiently withstand 
Bilt-Well Awning Windows there's infiltration of rain, air, dust and dirt 


se f rdder 


sdware 16 1 "0 , VERSATILE— The Bilt-Well Awning Window may be in- 
ne exclusively from weide stalled as a “swing out” awning window, a “swing in” hopper 


y 


me! That's the smort way window, or as a casement. It may be used in ribbons, stacked in 


various heights or widths, or in combination with picture 
windows. 


OFFERING THE UTMOST IN 
LIGHT AND VENTILATION ... 


7 


EASY TO OPERATE— The Bar Operator and friction slide 
hinge permits homeowners easy opening, smooth closing and 
positive locking. Hardware comes completely installed to save 
time and to assure perfect placement of all parts. 


essential features int joy s homes 


ther 


utstanding 


ECONOMICAL-— Standardized for utmost economy. Preci- 
sion made from kiln-dried clear Ponderosa Pine. Water repel- 
lent preservative treated. Here is indeed a low cost, simple to 
install, easily operated window—the latest in window designing. 








We are manufacturers of the complete line of Bilt-Well Woodwork MANUFACTURED BY 

Unit Windows, Casements, Unit Kitchen Cabinets, Unit Multiple-use 

Cabinets, Overhead Garage Doors, Combination Doors, Storm & CARR, ADAMS & COLLIER COMPANY 
Screen Units, Basement Windows, Shutters, Exterior and Interior DUBUQUE, IOWA 
Doors, Entrances, Gable Sash, Louvers, Corner China Cabinets, 

Mantels, Telephone Cabinets and Stair Parts 





